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LP building costs 
, with the New BILT-WELL 












S... money...Speed up completion of 
jobs ... Offer more for budget dollars. 
The New Bilt-Well Line does it! It’s the 
result of ““Production Line” 
manufacturing combined with “Standardized 
Products’’.... Together, these reflect a worthwhile 


saying plus offering uniform, fine quality. 


CARR, ADAMS & COLLIER CO. 
WELL , DUBUQUE, IOWA 
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THE NEW BILT-WELL LINE 

Superior Unit Windows Combination Doors 

Exterior and Interior Doors Screens and Storm Sash 

Nu-Style Cabinets Corner (China) Cabinets 

Entrances and Shutters Gli-dor Cabinets N 
A 


N 


ie 
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Clos-tite Casements Ironing Board Cabinets 

Carr-dor Garage Doors Mantels and Telephone Cabinets N 
Basement Unit Windows _. Multiple-Use and Linen Cabinets NY 
Louvers and Gable Sash Breakfast Nooks and Stair Parts \ 

















When you offer bigger windows... 
INCLUDE COMFORT... 


WITH Sh 


Home buyers today want large windows. They want 





comfort, too. That's your cue to put in Thermopane* 

This double-glass insulating windowpane builds in 
extra benefits that homeowners value the year “round. 
Thermopane cuts heat loss, reduces downdrafts, ends 
worries about condensation ...and saves fuel. It stays 


in all vear...does away with annual spring and 


autumn struggles with storm sash. 


L-O-F Glass Distributors can supply Thermopane 





in over 70 standard sizes as well as made-to- 


quickly... 


measure units. Write for our Thermopane book. *R 


MADE ONLY BY LIBBEY-OWENS-FORD GLASS COMPANY 
1019 Nicholas Building, Toledo 3, Ohio 


















Architect: D. Allen Wright, Detroit 
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Two Panes of Gloss 


Blanket of Drv Air It 
Bondermetic Seal” ; 
(Metal-to-Glass) 
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Cutaway view 
of Thermopane 








Main Entrance for Vietor Carlson Prospects is Through 


HOTPOINT All-Electric Kitchens 


“WE SHOW our Hotpoint Kitchens 
first. This puts prospects in a buying 
mood. The entire house seems to take 
on greater value out of all propor- 
tion to the extra cost when you add 
Hotpoint All-Electric Kitchens.” 


@ THAT'S THE ENTHUSIASTIC report 
of Carl V. Carlson whose home- 
building firm has installed 160 
Hotpoint All-Electric Kitchens and 
plans a substantial increase in these 
sales-clinchers for the future. 





CARL V. CARLSON @ MORE AND MORE builders and 
President, Victor Carlson Sons architects are finding that Hotpoint 
Minneapolis, Minn. Kitchens add that magic touch of 


Everybodys Pointing To 
a 





extra value needed to justify today’s 
prices. Financing is easy because in 
most states the cost of kitchen and 
house can be combined in a “pack- 
age mortgage.” 


@ IT WILL PAY YOU to investigate 
the extra value Hotpoint Kitchens 
will give your houses. Consult your 
Hotpoint distributor or write to 
Hotpoint Inc. (A General Electric 
Affiliate) 5600 West Taylor Street, 
Chicago 44, Illinois. 























PIONEER OF THE ALL-ELECTRIC KITCHEN 
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MacKie and Kamrath, architects, Houston, Texas 


| TELEPHONE RACEWAYS IN THE MODERN MANOR 


‘Today good building practice calls for built- the walls to neat, built-in telephone outlets. 


in telephone raceways. They assure the owner 





For homes of any size, your Bell ‘Telephone 
against exposed telephone wires on walls and Company will be glad to help you plan mod- 
woodwork. : hey provide him with planned ern convenient telephone arrangements. Call 
telephone facilities. your Telephone Business Office and ask for 


Raceways are easy and inexpensive to in- “Architects and Builders Service.” 
stall during construction. A few short pieces Fay 
of pipe or tubing will carry the wires within BELL TELEPHONE SYSTEM & 
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Douglas Fir Doors marked “FDI-B” meet these 





Department of Commerce Standards 


STILES, RAILS, AND MULLIONS— This stock shall be of ver- 
tical grain faces with some coarse grain permitted. It shall 
FD}: F be sound in all respects, and may contain sap, light stains. 
streaks, burls, and neatly repaired pitch seams. Glued-up 
members are permissible. A moisture-resistant glue shall be 


used. Mixing of woods is permissible provided both stiles 
oO ' . 
as ire of a single specie. 


PANELS—FLAT VENEERED—The standard thickness of 3- 


ply flat veneered panels shall be 14 inch after sanding. Each 


























When the letters FDI appear as 
part of the grade trade-mark face shall be of one or more pieces of firm smoothly cut 
they certify that the doors so 
marked not only meet quality 
Commercial Standards CS73-48 
but have been officially inspect i . 
ed by the Fir Door Institute It shall be free from knots, splits, checks, pitch por kets. 
and, at the buyer's request, will 
be covered by notarized Certifi 
cate of Inspection shims. and neatly made patches shall be admitted. 


veneer, When of more than one piece, it shall be well joined 


and reasonably matched for grain and color at the joints. 
and other open defects. Streaks, discolorations, sapwood, 


PANELS—RAISED— The standard thickness of raised panels 
BF doors are of multiple-piece shall be not more than 9/16 inch before sanding and not 


stile construction; and are so 
ee because _ are less than 7/16 inch after sanding. They may be either slash 
ideal for paint or enamel finish : - ' § ‘ 

or mixed grain, or mixed woods and shall conform to the 


FIR DOOR INSTITUTE grade of the stiles and rails. Glued-up, solid panels are 


. — permissible, 
Tacoma 2, Washington ; 
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1000-home project uses 


KIMSUL* insulation throughout! 


Builders choose KIMSUL for 
its Low Cost — High 
Insulating Efficiency 


Pictured here are three of the 35 different 
styles of houses being built at Newton, Iowa, 
employing streamlined construction methods 
devised by Chief Engineer J. Buford Jenkins. 
This is a 100% site-prefabricated project. 
Leaders of the non-profit organization financ- 
ing it, say the houses will sell for $8,000- 
$10,000. It is expected that 1000 units will 
be completed within three years —all of them 
insulated throughout with KIMSUL, 
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Whether you're building one house or a thousand, investigate 
first the many advantages of using KIMSUL insulation. For KIMSUL, 
with a “k” factor of 0.27, is the only many-layer stitched blanket 
type of insulation—and that means uniform efficiency over every 
inch of covered area. No thick spots—no thin spots where heat 
can leak out. What's more, KIMSUL comes in light, handy, com- 
pressed rolls, so it’s easier and more profitable to install. No need 
for skilled workmen or expensive machinery. And KIMSUL is the 
only insulation with the fire-resistant Pyrogard* cover. 

For further information, see your distributor, or write for our 


free booklet covering the latest techniques in the insulation field. 


KIMBERLY-CLARK CORPORATION 
Neenah, Wisconsin 


America’s Finest New Homes are 
insulated with Kimsul! 


















Contractors and 


Builders 


Most every basement develops a water problem at 
one time or another. 

It is good business to offer security to the home- 
owner by waterproofing the basement while it is new 
and before water has been attracted to it. 


THIS IS A WET BASEMENT PROBLEM 
TO THE BUILDER AND HOMEMAKER 








WATERPLUG, a quick-set hydraulic compound, seals streams of 
active water and seepage {rom entering one wall. Set begins 
in from 3 to 5 minutes after mixing water is addec 





THOROSEAL, a slow-set hydraulic compound, gives the applier % 
to 4 hours, before set begins, to brush THO OSEAL into th 
masonry surface. (Scrubbing not necessary, as THOROSEAL i 
prepared especially to flow easily and quickly into every crack 
void and defect in the surface, where it becomes structuralls 
stronger than the surface to which applied 


WRITE NOW 


for circulars descriptive, in photographic detail, of how te 
begat a che yg to protect the exterior surfaces 
of manufacture ock, brick, concrete or any t 

THOROSEAL iia alia 


THE 


ANireyne 


SYSTEM 


Standard Dry Wall Products, Inc. 


!ed house,” savs Robert P 





Box X - - New Eagle, Pennsylvania 





Industry Should Marshal Facts 
On Housing, Gerholz Says 


HE real estate and home building industry can 
_ win its fight to decontrol rents and stop: public 
housing “if we can marshall all the facts pertaining 


to every phase of housing from the worn-out 
house to the newlvy-construct 


Gerholz, newly appointed 
chairman of the Realtors 
Washington Committee of th 
National Association of Real 
Estate Boards. 

In response to a request by 
the Journal for a statement 
on legislative problems and 
the outlook ahead, Mr. Gea 
holz said he is convinced that 
“if the truth is known by 
members of the Congress and 
the people of America, we can 
and will win our fight.” Robert Gerholz 

“Public housing as provided for in the TEW bill 





} utterly fails to improve the lot of the very poor ol 


the slum dweller,” he points out. “Nevertheless on¢ 
would imply from the statements of the advocates 
of public housing that their whole program is ce 
signed to provide decent shelter for the poor. It is 
tremendously important that we hammer this point 
home so that evervone will understand it. I sincerely 


| believe, now that our intramural political skirmishes 


are over, that all good Americans can forget thei 
political faiths, and team up for a program that will 
save America.” 

Mr. Gerholz, former president of the National 
Association of Home Builders, and a large scale real 
estate builder, savs he sees no sharp drop in building 
costs for this vear. 

“Construction labor will be fully employed and 
continue to earn high wages during 1949. While it is 
true that the men in the industry will be holding 
their breath waiting to see what “gives” in the 8Ist 
Congress, it is my considered opinion that the be 
ginning of the second quarter will find the industry 
producing at a rate comparable to ‘48. The thre 
principal girders of support under our post-war 
conomy are still in evidence 

1) Huge backlog of demand for goods due to th 
depression and war. (Still verv strong in th 
remodeling of existing homes and in all types 
of building.) Enough cushion in delayed public 
works, schools, colleges and re-armament program 

2) Continued government spending at home and th 
ERP plan abroad did much to keep prices up in 
the past and will tend to hold them there during 
1949. 

}) Industry's unprecedented expansion and modern 
ivation of facilities to supply the needs of a pop 
ulation increase of 20 million since 1939. In 
addition to the population increase, we have had 
a population shift of about 12 million peop! 
perhaps the greatest shift) in the history of man 
kind! 

“Restriction of credit has had a tremendous ps) 

chological and real impact, and has done more than 
ny single factor to slow down the sales of both net 


| and used homes. It looks as though mortgage lending 
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THT OME? 


$300 Down. $35 to 8410 
per month 
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Opens Heretofore Unserved Mass Market 


The greatest opportunity for builders in generations is presented by the “THRIFT HOME,” a 


well-constructed. complete house which can be erected and sold for less than $6,000. Since the 
introduction of the “THRIFT HOME” last October National Homes dealers have been flooded 
with orders wherever the home has been shown. Thousands of inquiries have been received at 
the factory. The backlog of orders for this home and others in the complete line indicates years 
of unlimited volume building of National Homes. You can count on NATIONAL HOMES being 


always in the forefront in home building development. 


All National Homes are 
Eligible for FHA Loans. 


Learn about the ‘THRIFT HOME" and the 
Complete Line of NATIONAL HOMES NATIONAL HOMES 


at our exhibit CORPORATION 
SPACE 134 Lafayette, Indiana, U.S.A. 


National Association of Home Builders 
Annual Convention and Exposition 


February 20 - 24 
The Stevens Hotel, Chicago 
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HEAT WITH SAFETY 


25,000 B.T.U. SINGLE OR DUAL 
WALL HEATER 


ABSOLUTELY SAFE — No Rough-in dimensions only 14” 
“‘waffle burns’’ Furniture, x 50,” in standard 4” wall 
fingers and clothing can’t be No studs to cut 

damaged! Automatic 100% ECONOMICAL — The Folly 
shut-off safety valve is stand- a being rated at 25.0 
ard. Exclusive ‘“‘Clearflo”’ grille B.T.U. meets higher A.G 
directs warm air into room — efficiency standards than those 
not up the wall. Return air required for heaters rated at 
taken from floor. 20,000 B.T.U. or less. To the 


EXTRA SMALL — It’s minia- owner, higher efficiency stand- 


ards mean utmost operating 
ture size is truly amazing! economy 


HOLLY MANUFACTURING CO. 
875 Seuth Arroyo Parkway, Pasadena 2, California 


Be 
Stubby Stubby | Single Dual 
Ovals ~~ «= Flats ») Wall Heaters mm! Wall Heaters 





give your customer 
---@ choice 


eo: 





Weyerhaeuser PANEL HOMES 


Now, you can give your new home High quality homes at relatively 
prospect 15 standard panel homes low cost—designed and fabricated 
to choose from. Offer him speedy by Weyerhaeuser — America's 
erection, amazing flexibility of greatest name in lumber. Dealers 
design, seasoned pre-war lumber, preferred within 500 miles of 
all the advantages and savings of Dubuque, lowa 

precision factory construction 


ipproved for V.H.A. and GA. Loans 


lor more information write now to 





GENERAL TIMBER 


SERVICE INC. 


FABRICATING DIVISION . . DUBUQUE, IOWA 





will continue on a very selective basis for at least 
the first half of 1949 — which means that sales will 
continue to be difficult. I look for an improvement in 
the latter half of 1949 in the mortgage lending field, 
which should greatly stimulate the construction of 
new homes, as well as increase the sales of existing 
homes. Interest rates will tend to go up. A small 
well-designed well-engineered house built in substan 
tial volume in project or neighborhood developments 
should find a ready buyer. 

“Contingent on no change in the present ‘cold wat 
with Russia, all materials should be in adequate 
supply, quality of material generally improved, prices 
of material about the same, trend slightly up. An 
other bump in freight rates is inevitable. A fourth 
round of wage increase would result in ‘upping’ 


ri « 


the cost of a new house from 3°, to 5°, depending 
upon the area. Improved efficiency on-site and thy 
willingness of the builder to ‘shave’ his margin of 
profit will absorb most of the increase. 

“The market is definitely a buver’s market, and 
shows plenty of signs of strength and should readily 
absorb all the good values in both new and existing 
homes that are offered. Scarcity premiums for cithes 
new or existing homes are a thing of the past and 
the prices on existing houses will continue down as 
the buyer continues to shop. A well-organized shop 
with a well-trained hard-working sales force should 
establish a most satisfactory performance record in 
1949, with results comparable to "47 and “48 


THE CASE FOR SIGNS 


By Fred T. Boyd 


LTHOUGH many brokers are reluctant to break 
/\. down the natural resistance of the home owner 
to signs, it is a proven fact that this form of adver 
tising does sell a great deal of property 

Sometimes as much selling ability is necessary to 
secure the sign privilege as in other phases of th 
transaction, but if the keen broker wants to employ 
every legitimate device to bring about a sale, he 
shouldn't overlook the fact that signs are one of his 
most important sales aids. 

Psychologists have broken down the component 
parts of every sale into four parts: favorable attention, 
interest, desire, and action, 1.c., securing the order 

When a prospect calls as a result of a sign, it is 
assumed he is acting under the impulse of at least 
favorable attention and interest and oftentimes 
desire. 

I submit that no other form of advertising advances 
the transaction to such a degree as this, and without 
the assistance of a salesman 

If this is the case for signs in a nutshell, isn’t it fain 
to recognize their importance? At least, they merit 
careful design by the best experts in the business, and 
it is right that they be made of the best quality mat 
rials and are kept smartened up and in good condi 
tion. 

It is also only fair to your client and yoursell that in 
the matter of color and design they should be digni 
fied and representative of your business standing 

Placement of signs is important. Neat, well set up 
signs, not cocked at weird angles, help to break down 
the resistance to signs generally 

Intelligently handled, signs are without Question 
one of the most inexpensive and best forms of adver 
tising. They deserve the thoughtful attention and 
carelul consideration of every Realtor builder and 
broker 
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... this grade-trademark 
now identifies the most versatile single grade 
of Exterior-Type 


DOUGLAS FIR PLYWOOD 
Other Grades of Exterior-Type 
Douglas Fir Plywood PLYSHIELD is the new grade name for the outdoor type plywood 


panel formerly known as Sound | Side Exterior-type (SolS-EXT- 
[EXT-DFPA-A-A | [EXT-DFPA-A-B] DFPA). It has a face of “A” 


Sound 2 Sides Exterior Sound 1 Side, Solid Back 


xterior) 








veneer, a back of “C” veneer, and is 





bonded with completely waterproof resin adhesive. 


LEXT-DFPA- UTILITY: 8-c] [EXT-DFPA- SHEATHING -c-c] Versatile? Indeed! PlyShield has a long record of outstanding per 


Solid 1 Side Exterior Exterior Sheathing) 








formance as a preferred material for the exterior siding of homes. 








LEXT-DFPA- CONCRETE FORW--0 garages, stores. warehouses, and commercial and industrial build 
Olr aes 

ings of all kinds. PlyShield is used to great advantage to comple 

Grades of ment other building materials too—for gable ends, entrance treat 


- ments, dormers and bays; for soffits, porch and breezeway ceilings. 


Douglas Fir Ply wood ’ PlyShield is a time-tested product with a new, easily icuseitied 
grade-trademark . .. now manufactured under the more rigid qual- 





A-D or Sound 1 Side Interior for : - — ° . "CAS 
inside applications requiring one face ity requirements of the new U. S. Commercial Standard CS45-48. 
of the highest appearance value 


—ae B-D or Solid 1 Side Interior a 
- new grade, manufactured especially os If you do not yet have your free copy of the new 
PLYBASE, a backing or base material—such as a .* 


CS45-48 booklet—which contains complete data on 
base for linoleum or asphalt tile 


new Douglas fir plywood grades and grademarks— 


Cae write today to Douglas Fir Plywood Association, 

Sheathing (C-D for roof and wall : 
. Tacoma 2, Washington 

sheathing, and for subflooring 









\ ry Douglas Fir 
~-/ /-—" PLYWOOD 


(INTERIOR -A-B-DFPA) [INTERIOR -A-A:DFPA) i 


Sound 1 Side, Solid Back) (Sound 2 Sides Interior) %. f 
LARGE, LIGHT, STRONG myjoo" Panels 
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B-B or Solid 2 Sides for multiple 


re-use concrete forms 











“Our clients eagerly 
await their copies ol 
THE PERFECT HOME,” 


says J. W. ©. Morgan, realtor 





J. W. C. Morgan is associated with the 
Morgan-Adlinger Company, realtors of 
York, Pennsylvania. Born in Missouri, 
Mr. Morgan graduated from a school of 
pharmacy and became a licensed phar- 


macist in 1923. After three years he en- of Yor ke. Pennsylvania 


tered the securities business and was 
active until 1940 as a dealer in securities 
in Pennsylvania. He became active in 
the real estate field in 1941 and helped 
to reorganize the York Real Estate Board 
which today has 32 active members 


‘7. on is the third year this office has had the privilege of sending THE PER- 
FECT HOME into the homes of a selected group of York’s best citizens,” writes 
Mr. Morgan. “One might think THE PERFECT HOME was a paid subscription 
periodical, so eagerly is it awaited each month by the more than five hundred people 
on our mailing list. 


“It is gratifying to us to have these recipients call us anytime the postman fails to 
deliver their copies, and friends of these people who have seen THE PERFECT 
HOME call to be placed on the mailing list. 

“This is proof that THE PERFECT HOME serves the purpose for which it is 
intended, and we are proud to be a sponsor with a group of York's leading home 
builders and suppliers.” 


Enthusiasm such as this from Mr. Morgan, and other blue ribbon users of THE 
PERFECT HOME is understandable if you have read any issue of this monthly 
prestige- builder. It is alive with ideas, authentic articles, new information on 
homes. This magazine is edited to be its sponsor's own publication. The sponsor- 
ing company’s name appears as the publisher en the front cover page, and the back 
page lists the leading, reliable local building factors who join the sponsor in pub- 
lishing it. So well does THE PERFECT HOME tell the sponsor's story, that readers 
frequently congratulate him for his fine editorship. 


Because it is edited only for leaders in the field of home building, real estate and 
home financing, the publishers of THE PERFECT HOME exercise more than nor- 
mal care to be sure the franchise for its use is placed only with 


leaders. These franchises are exclusive, annual, renewable. vp +; a 

The cost of sponsoring THE PERFECT HOME is nominal. +t ERFECT ¢ - sail 
Under THE PERFECT HOME Plan, editorial preparation, HOME = 
photographic, art and typography costs are shared among its wy 


users throughout the nation. Local reproduction and mailing 
costs are in turn divided among the selected firms who sponsor 
it. Coltectively, these firms thus establish a strong force for local 
home ownership, for prestige and quality that no one of them 
could do individually. 


i 





4 limited number of franchises for the use of THE PER- [ 
FECT HOME is still available. If you are interested, please ad- be: . Joes mae hive 


dress your inquiry to the publishers. 


STAMATS PUBLISHING COMPANY 
Cc E D AR kartrtDs § @ Wa 
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CUTS REMODELING COSTS - WITH TILE” 


—say officials of school boards, hospitals, hotels, 
theatres, churches, institutions and stores 


dow Cesre tily 


can be applet directly over 
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PLASTER BRICK 
METAL woop 
CONCRETE WALL-BOARD 
| : BEFORE ote emmy structural eos: of any kind are needed. The no metal lath or sdratch coat required 
Lockhart Method permits direct tile application to any kind of wall surface. 


Leading tile contractors e¥erywhere are using and en- 
dorsing the Lockart Methodof installing Mosaic wall and 





floor tile. This exclusive mefhod is clean, fast. It saves up 








to 30% on application costs @: new work... up to 40% on 





renovations, for the versatil# Lockart Method speeds up 


the job and there's no dirt §. . no mess. 


























You save time, money and lbor on remodeling, rebuilding 





or new work. And you redug@ your maintenance costs with 





distinctive Mosaic tile instalfations. For Mosaic tile brings 





you beauty that doesn’t fade or need renewing . . . that 
offers years of heavy trafficfuse without upkeep. Use the 
speedy Lockart Method andg Mosaic’s wide line of ceramic 
tile to modernize bathrooms§showers, rest rooms, kitchens 
corridors, etc. Tile is easy to keep clean. And Mosaic brings 


you new, fresh glowing cofprs in a wide range of both 





floor and wall tile. 


For more details of the Lockart Method, Mosaic tile prod- 





ucts and for design or mpdernizing help, consult the 





Mosaic dealer nearest you§ your local Mosaic office, or 





ee write to Dept. 12-2 


| aed th frit cestn fed 


} JOB COMPLETED—Hours faster than any other method. There's no dirt or Zanesville, Ohio 
muss. Renovated areas are put back into service much sooner. 


















































Member: Tile Council of America 


OFFICES IN PRINCIPAL CITIES... OVER 2000 LOCAL DEALERS TO SERVE YOu 











Hundreds of homes have been built 


around Servel ALL-YEAR Air Conditioning 


When you plan new homes around Servel All- 
Year Air Conditioning, you not only provide 
your clients or buyers with a heating and cool- 
ing plant; you give them comfort. For, with a 
Servel unit, the home owner can control his 
indoor climate the year round . . . at the flick 
of a finger. 

In summer, the Servel All-Year Air Condi- 
tioner refrigerates the air, removes sticky, wilt- 
ing humidity. In winter, this same unit floods 
the home with warmth, adds just the right 
amount of moisture for comfort. In between 
seasons, Servel circulates air without drafts or 
“layers” of hot and cold air. Year round, Servel 
filters out dust, dirt, and irritating pollen. And 


OKLAHOMA. “Our entire family praises our Servel All/-Year Air LOUISIANA. ‘‘We are very much satisfied with our investment 
in a Servel Al/- Year Air Conditioner,” states Clay W. Beckner, 
come in,” writes Mr.G.W. Athey of 1106 W. York Street, Enid. 5 Newcomb Boulevard, New Orleans. 


Conditioning unit, and we are always proud to have visitors 


i4 


no effort or extra work is required on the part 
of the home owner. He simply dials the desired 
climate and flips a switch for cooling or heating. 

Planning your clients’ homes around Servel 
All-Year Air Conditioning gives you the oppor- 
tunity for many innovations in design. You can 
effect construction economies, too, which will 
materially reduce the net cost of the condi- 
tioner. Once installed, Servel is economical to 
operate. Every unit is backed by a 5-year fac- 
tory warranty against defective parts. 

Get the facts on Servel Al/-Year Air Condi- 
tioning from your local Gas Company or Servel 
dealer. Or write direct to Servel, Inc., 3901 
Morton Ave., Evansville 20, Indiana. 
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TEXAS. ‘“‘We keep our home cool all summer and warm all winter 
with Servel All-Year Air Conditioning,”” comments Mr. Nelson 
Waggener, 7700 Mockingbird Lane, Dallas. 
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i “JUST WHAT WE’VE NEEDED” 


, TRADE SAYS ABOUT NEW 
INGERSOLL ’’88’" FURNACE 


2 Ey 


Enthusiastic 
where h py oaanesgons —— in- 
troduced Ingersoll ‘ * Furnace. 
Gas-fired, it has an output of 
50,000 B.T.U.s, 
than 3 square feet of floor space. 
It has been approved by A.G.A. 
for installation within walls—an 


acceptance every- 


Caen es Te 


Ptiis 


iy. 


yet occupies less 


interliner jacket keeps the exterior 
It is equally efficient either 
as a space heater or for duct-type 


cool 


heat distribution. 
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NO. 2 OF A SERIES 


PROFESSIONAL BUILDERS’ BULLET 


“Idea Department” 
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from the Engineers of Ingersoll 
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Simplified Panel Unit }!ncludes All Basic 


Plumbing in Min‘Zium Space— 


HEATING UNIT MAY BE PUSCHASED SEPARATELY! 
we 


A new, simplified Utility Unit has 
been added to the Ingersoll line. 
It includes all basic plumbing plus 
a complete kitchen and bath. Un- 
like the standard Unit, the heat- 
ing plant is not an integral part of 
the new model. The new Ingersoll 
“88” or other furnaces may be 
purchased separately if desired 
This unit is built around a com- 
pact, 10-inch-wide panel core. To 
meet your codes there is a choice 
of four vent and stack assemblies 
Further flexibility is provided in 
a choice of lead, cast iron and steel 
materials in vents, stacks, wastes 
and undergrounds. 
Assembled by skilled A. F 
Building Trade 


Cutaway of Par.el Unit 
—from bathroom side. 


oft. 
Mechanics, the 
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New Wholesalers Report on 
Sales of Ingersoll Utility Unit 


Reports from the more than 100 
wholesalers added by Ingersoll in 
recent indicate excellent 
sales activity for the Ingersoll Unit. 
“The Unit fills a real need,”’ is the 
the most frequent explanation. 


months, 


The W Panel Unit combines the 
e*nomies of pre-engineered 

embly with the flexibility of 
hMying small-home utilities in in- 
dividual components. It is equally 
atlaptable to homes with or with- 
ot basements, to multi-storied 
avartments and to tourist courts. 


One of four stack 
and vent assemblies 
available with Unit. 


WRITE FOR INGERSOLL 


BOOKLET TODAY 


It’s yours for the 
asking, at no cost 

to you—a com- | 
plete booklet | 
about the new 
Ingersoll Panel 

Utility Unit and 
“88” Furnace. 

Gives all infor- 
mation com- 

plete with 
illustrations, diagrams 
and suggested floor plans. 


Write for yours today! 
INGERSOLL UTILITY UNIT DIVISION 
Borg-Warner Corporation 
Dept EE1,321 Plymouth Court 

Chicago 4, Illinois 


The NEW PANEL 
Pacha 
DUT ay 








THERE’S A 


RIGHT WAY 


TO DO 
EVERYTHING! 








-.-and there’s a Right Grade 
of WEST COAST wWweoobDs for FREE BOOKLET...0ur illustrated 





booklet,"“A Quality Home Can Cost 
Less,” shows where lower priced lum- 
ber can be used to advantage for 
many details of home construction. 


every building use! 


Common sense construction calls for the use of the least 
expensive grade of lumber which fulfills the requirements 
of strength, durability and insulation. Result —sound 
construction at lower cost. SEND 
COUPON 
TODAY FOR 
YOUR FREE 
COPY 


You build the right way—and at a saving—when you 
build with the right grade of time-tested West Coast 
Woods—each for its intended use. 


WEST COAST WOODS ' 
1410 S.W. Morrison, Room No. 547 1 
Portland 5, Oregon 1 
Please send me your booklet 
“A Quality Home Can Cost Less.” 


IT’S SMART TO BUILD WITH THESE Name_ 


WEST COAST WOODS Adéree 


City . — Zone State —_ 


Ee EE se ke 
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- Refrigerators | 
8 Cu. Ft.and Larger | 


AGAIN/ EXCLUSWWe/ 
EASY KITCHEN PLANNING irra 
New i949 pat 










































Take your choice of 1949 top-quality | Kelvinator Home Freezer are all identi- 
Kelvinators. Regardless of capacity, 6 cal in width... 39 inches! 
new Kelvinator Refrigerators are all Only Kelvinator Appliances offer the 
3114 in. wide. Regardless of model, 4 flexibility of uniform widths for easier 
new Kelvinator Ranges and the new — kitchen planning. 


—, AGHIM/ “SPACE-SAVER”’ PACKAGE 
Brings Big Kitchen Advantages — 


to Small Kitchens 
Get Kelvinator’s 1949 *Space-Saver” Package. % 
“Space-Saver” Refrigerator only 24 in. wide is a Ranges and 
full 6 cu. ft. Companion range is only 21 in. wide, Home Freezer 


with advanced design permitting installation 
: All OWE WIDTH / 
—_— rae 


flush against wall. Top-of-the-line quality through- 
out. For further information, write Kelvinator 
Division, Nash-Kelvinator Corporation, Detroit. 
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Selling the Fundamentals 
of Home Ownership 


EOPLE are no longer buying homes, new and old, merely w 

get a roof over their heads. They are buving because of the basic 
urges for home ownership. Already the housing shortage has eased 
enough in most areas to prove: that. 


As an example, Fritz Burns out in crowded Los Angeles county, 
recently had his salesmen visit the homes of all buyers of his new 
houses and inquire into their previous living conditions. Only one 


family out of eight had previously been living in doubled-up 
accommodations. Only one in 20 had sold its home at a high profit. 
More than four out of five families had been living in rental 
quarters, and of these 70° had been living in rent controlled units 


with comparatively low rents. 


What are the basic urges for home ownership? Now is a good 
time to take stock. 


One of the informative surveys on the subject was made in 1940, 
before distress conditions and the dislodgements due to war. A 
national magazine questioned families in the middle and lower- 
middle brackets. 


Topping the list were those who said they “liked the feeling of 
ownership.” In the trade we call it “pride of possession.” The 
builder or the real estate salesman who doesn’t recognize that 
fundamental has missed a prime motivation for his sales. 


Next in importance were those who said, “We like a place we 
can fix up to suit ourselves.” As an industry, we label such mo 
tives, “independence” or “freedom from landlord's whims.” This 
often goes farther than a desire to change the decorating scheme. 
Many a home has been sold to a former renter because the new 
owner wanted to have a garden, to plant flowers and shrubs with 
the knowledge he would be around when they burst into bloom. 


Third most popular urge for homes centers around children. 
Parents want good neighborhoods so their children will form 
wholesome, lasting associations. They want homes with adequate 
play facilities. They sense the need to give growing minds a respect 
lor property. They see home ownership as a security for their chil 
dren, a feeling of belonging to a neighborhood or a city. 


Financial independence ranks fourth among the reasons cited by 
home-owners before the war, and is still an important one. The 
Fritz Burns survey revealed that many recent arrivals in Los An 
geles had been paying rents for de-controlled housing higher than 
the carrying charges of the new homes they had purchased. In a 
de-controlled market that is frequently true. One real estate com 
pany once used as its slogan: “You pay for a home whether you own 
it or not, so why not buy?” In spite of mortgage tightening a family 
with a comparatively small down payment can buy a new home 
at a monthly cost not much higher than monthly rentals. And once 
a sizable equity has been established, investment in a home be 
comes a security to fall back on in times of stress. 


The percentage of families who own their own homes jumped 
. wz " roc . ‘ . 
from 41° in 1940 to more than 52°% this year, but the basic urges 
of home ownership played a secondary part in that gratifying in 
crease. People bought because in no other way could they be as 


sured of a place to live. 


From here on out, we've got to get back to selling again, and that 
means recognizing and fulfilling the basic urges of home ownership. 


th editor 
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What do Real Estate Builders say about... 


Packaged Mortgages ? 


By HARRY B. FAWCETT 

Managing Editor 

@ More than 50% of today’s real estate builders include one or 
more kitchen and laundry appliances in the houses they build for 
sale. Why? We asked these builders to tell us. More than 71% say 
their houses sell better with such equipment . . . and they give 
specific reasons how and why. This article will bring you up-to-date 
on this packaged mortgage plan in today’s real estate market 
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This step-saving, fully-equipped kitchen is in a Newlin-Johnson home, Terre Haute 















_ than half of the men 
zi who are building houses for 
sale these davs are including cer 
tain items of kitchen and/on 
laundry equipment as part of the 
mortgage package. 

Restrictions on installment buy 
ing of household items by the gov 
ernment, increasing availability of 
appliances, and mounting selectis 
itv on the part of buyers is result 
ing in this heightened packaged 
mortgage activity. 

What are the outstanding ad 
vantages of packaged mortgages as 
builders — see them? Do homes 
equipped with these appliances sell 
better? What appliances have thi 
most appeal and what sales advan 
tages of appliance-equipped homes 
do builders stress most? 

\ Journal survey conducted last 
fall showed that 55.6 of real estat 
builders are equipping their homes 
with one or more appliances. Arm 
ed with these results, Journal edi 
tors last month asked a cross sec 
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Crawford & Conover, 


the 


mortgage 


builders to state 


packaged 


these 
the 


tion ol 


case flor 


plan, based on their experiences. 
Most frequently cited advantage 
4 selling homes with appliances 


is that it alleviates the need for 
new home buyers to purchase thes 
Phe plan is a 
without appliances 
who are faced with such a purchase 
on a limited budget. They can pay 
lor these appliances in one package 
with their house the 
rate of intercst in cases 


items separately 


boon to those 


morteace at 
SAallic most 
as on installment buving, and over 
a period ol 15-25 
12-18 months. 

\s Guv E. Williams 
Illinois, expresses it a typical 
comment “The packaged mort 
gage has special appeal 
the home buver can purchase all 
the equipment for his home in onc 
package instead of for all 


» vears instead of 


ol Rocktord, 


because 


paving 

these items separately 
Houses equipped with appliances 

actually sell better i i the 


SAN ( ol 
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Seattle, plan attractive kitchens with appliances to utilize space 


real estate builders using the pack 
ged mortgage. 
Sid Dwver olf 
consin, “Tt 
in the prospect’s mind as to wheth 
er their equipment will fit into the 
Newlyweds have to 
purchase appliances anyway 
and prefer to handle it through 
packaged Mortgage 
Thomas Alberg, Seattle, 
Generally, purchasers are short of 
sufficient funds to buy 
tional items separately.’ 
Newlin - Johnson, Terre Haut 
sav, “People wanting a better hous 
also desire modern equipiic nt 
Place and Company, South Bend 
“In our development of 118 
built this vear, 
kitchens 
rooms sold out within 


West 


leaves 


Allis, 


no 


Wis 


SaVs, doubt 


allotted space. 
these 


SANS, 


these addi 


say, 
houses ippliance 
utility 


weeks 


and 

fowl 
house 
the 
not have to 
S1O00 for the 


equipped 
of our demonstration show 
ing. It is attractive to 
because he 


buven 
does par 
an additional neces 


sary CQUIpMe nt 
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Albert Balch, president of Craw 
lord and Inc., Seattle 
Buvers of these homes 
ally veterans and young peopl 
face with the greatest 
xpenditure in their lives. They 
are facing the « xpenses of marriag¢ 
birth of their first children, down 
pavinent on 


Conover, 
SaVs, usu 


are lace to 


furniture, installation 
of lawn and shrubbery. Consequent 
lv, the ability to sell a 
plete will save the buver 
extra 
On houses b 
$13.000 


house com 
the 


payin nit 


extra 


purchase and for 
these appliances 
511,000) and onl 


one-quarter of the buvers preter to 
] 


iwecen 
choose ine 
the 

Second selling advantage ts 
the kitchen, always an important 
selling point in- the tak 
on special emphasis with the in 


their own appliances 


have ibilitv to do so 


that 
hom 
clusion of 


such appliances isl 


frigerators, ranges dishwashers 
varbage disposals Builders also can 
kitchens to better ad 


utilize mor 


plan then 


vantages and space 
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Graeme Stewart, Wheaton, advertises appliances in his homes . . . finds houses sell better 


wisely by knowing the exact 
amount of space needed for these 
appliances. 

Graeme Stewart of Wheaton, I] 
linois, believes appliance-equipped 
homes sell more easily because, 
“The kitchen shows up better to 
the woman who is often the ‘real’ 
purchaser of the home.’ 


M. E. Strader of Fresno, Cali 
fornia, says, “Wives alwavs want 
the more modern things, so_ the 
packaged mortgage has special 


sales appeal to them.” 

Ray Odell of Denver, savs, “Pack 
aged mortgage makes it possible 
to plan up-to-date kitchens and 
utilize everv inch of space.” 

J. Franklin Moss, Merion, Penn 
sylvania, says, “Tne plan has eye 
appeal. Women want a completely 
equipped modern laundry and 
kitchen.” 

The most common disadvantage 
cited by the remainder of the build 
ers installing equipment is that 
many prospective buyers have their 
own appliances or preter to choose 
their own. However, the results 
showed that usually this occurs only 
in the higher price range of homes 
where purchasers are able 
to buy the additional equipment. 

One builder stated that he had 
included appliances in a number 
and it had decreased 
rather than increased salabilitv. On 
further found, 
however, that these appliances em 
phasized a poorly planned kitchen. 

One manufacturer of clectrical 


easily 


of homes 


investigation — he 


to 
to 


appliances says, “Although there 
are selling advantages in including 
appliances, it is a great mistake 
for a builder to merely add_ this 
equipment without giving careful 
consideration to planning the space 
where it is to be installed. Some 
builders have found unfavorable 
reaction to equipping homes due, 


I believe, to poor layout of the 
kitchen and laundry which did 
more to unsell than to sell the 


equipment. 
Completely equipped — kitchens 
and laundries are preferred by 
54°, of the real estate builders 
using packaged mortgage. The re- 
mainder install only certain indi- 
vidual appliances. It is interesting 
to note that automatic washing 
machines ranked with refrigerators 
and ranges for the most sales ap 
peal. Dishwashers were listed as 
the next most important item, fol- 
lowed by garbage disposals, clothes 
drver, ventilating fans, in that 
orde 
Even toasters and waffle irons are 
included in the homes of James 
C. Caine of Portland, who savs 
that his buvers can “move in today 
and cook dinner tonight without 
purchasing extra appliances.” 
What sales advantages of ap 
pliance-equipped homes do_ thes¢ 
builders stress most? Easy financing 
package with the home 
mortgage is the most popular ad 
vantage stressed to buvers. 
Charles Joern of LaGrange Park, 
Illinois, emphasizes the 


in one 


“newest 
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type of equipment financed with 
the home purchase.” 

J. S. McMahon, Coffeyville, Kan 
sas, says, “We stress permanence.” 

George W. Williams of Burlin 
game, California, says, “We point 
out that the equipment fits the 
home, in addition to better finan« 
ing, lower payments.” 

Roy Wilson of Republic, Mis 
souri, stresses “financing and thx 
plan of a smooth, balanced work 
ing unit. 

Several builders reported that 
stressing sales advantages of theii 
appliance-equipped homes is not 
necessary the homes are sold 
before completion, in many cases 
due to the inclusion of such equip 
ment in the selling price. 

Sixty-eight per cent of builders 
of appliance-equipped homes add 
salabilitvy by utilizing the brand 
names of appliances in their ad 
vertising. This method takes ad 
vantage of national appliance ad 
vertising and a familarits 
with such products, emphasizes the 
quality of the home. As Mr. Balch 
savs, “We alwavs advertise brand 
names ol equipment, not only ap 
pliances but construction materials 
such as Curtis Millwork, West 
Wind Fans, U.S.G. Rocklath, Re 
vere Copper and Brass flashing and 
downspouts. We have alwavs done 
this and it is very helpful in selling 
oul properties 

\ fact that is olten overlooked 
by builders is that kitchens 
laundries can be equipped at no 


and 
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cost to them. The builder can in 
stall these appliances and includ 
them in the mortgage if, in his 
area, such equipment is considered 
part of real estate. The law of 
fixtures is one of the most variable 
and unsettled branches of the law. 
\ particular article of equipment 
mav be considered as a real estate 
or personal item, depending on 
local jurisdiction and upon the 
intention of the parties involved. 

Because mortgages of appliance 
equipped homes are often insured 
by F.H.A., it is important to know 
this agency's viewpoint on the plan. 
Tilloah Squire of the F.H.A. says, 
“Before considering any such a1 
ticle in the valuation of the real 
estate we require written declara 
tion from the owner of the dwell- 
ing and from the mortgagee identi 
fying the article and expressly de 
claring their intention to regard 
it as a part of the mortgaged real 
estate. The mortgagor and mort- 
gagee thereby assume the same ob 
ligations with respect thereto as 
with other parts of the mortgaged 
real estate. If either mortgagor or 
mortgagee is unable or unwilling to 
make such declaration or assume 
such obligations they so notify us 
and the commitment is amended 
by the exclusion of such article 
from consideration in the valua 
tion. 

“We also take the further precau- 
tion of having our insuring offices 
determine by consultation with 
real estate men, mortgagees, and 


Extra financial burden is taken off prospects who buy fully-equipped Stewart homes 


attorneys in the community that 
such articles are, under such cit 
cumstances, commonly treated as 
part of real estate. 

“T think it is clear that the F.H. 
\. should not attempt to restrict 
this development by taking any 
arbitrary attitude as to what equip 
ment may or may not be included 
as a part of the real estate upon 
which its valuation is based, but 
should continue to leave this de 
termination to the intention of 
ihe parties so long as it is con- 
sistent with local law and custom.” 

Credit controls enacted by the 
government as a curb to inflation 
have had a boosting effect to pack 
aged mortgage activity. Becaus: 
of these controls, purchasers of 
household items are now required 
to make a 20% minimum downpay 
ment with a 15-month period to 
pay off balances of $1000 or less, 
18 months for balances over $1000 
where the monthly installments 
will be at least $70. 

Under the packaged mortgag: 
plan, the home buyer may financ: 
equipment to the value of $750, 
for example, with less than a $5 
increase to the monthly payments 
on his home. This extra monthly 
charge may be more than offset by 
the economies and conveniences of 
owning these appliances. 

During the last vear there has 
been considerable talk about the 
tightening of mortgage money. 
Strangely enough, not one of the 
builders replving to the Journal 
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Laundry is at one end of Stewart kitchen 


survey mentioned being handicap 
ped in this respect by including 
equipment in the mortgages of 
their homes. Nevertheless, Journal 
editors asked mortgagors for their 
opinions on packaged mortgages. 

Franklin Hardinge, Jr., vice pres 
ident of the United States Savings 
and Loan League, says, “The dol 
lar volume of home mortgage loans 
being recorded today is about twic« 
the volume of two or three years 
ago. Yet there is this feeling that 
the mortgage market is tight and 
restricted. The reason for this is 
that the demand for mortgage 
credit is so great that it exceeds 
the supply of money available for 
mortgage loans. If money wer 
available to make eight out of ten 
loans instead of four out of ten, 
the feeling of tightness that now 
exists would not be as great. 

“I believe basically in the prin 
ciple of long-term financing of 
home equipment in owner-occu 
pied homes. The borrower is in a 
much better credit position if he 
is buving his house in one packag 
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Six room homes of Place & Co., South Bend, have compact, efficient kitchens, laundries 


and on terms which will not cause 
a severe strain on his. finances.’ 
Mr. Hardinge savs, “I have always 
been amused at a discussion IT had 
with some retail furniture dealers 
who were ridiculing the idea ol 
financing on a 15-20) vear” basis 
equipment with a life expectan 
of perhaps only nine or ten years 
\s evervone well knows, a lend i 
is perfectly willing tg make a long 
term loan on a home even though 
the paint job will only last three 
or five vears or the roof may only 
have five or ten years betore it 
needs attention. The principle of 
amortization of the mortgage loan 
produces the answer for those who 
are dubious about the advisabilits 
of this long-term financing of old 
equipment. 

“Again IT recall that same discus 
sion with retail furniture men 
wherein [I pointed out their short 
sightedness in opposing this idea. 
To the extent that home cquip 
ment could) be purchased and 


financed by long term mortgage 
loans, not only could more sales b« 
consummated but more moneys 
would be left over in the hands of 
the home owner tor the purchas« 
of other home furnishings which 
could not be financed on a lone 
term basis.’ 

L.. Douglas Meredith, executiv: 
vice president of National Life In 
surance Company, says, “It is quit 
simple to include stoves, refrigera 
tors, and other kitchen equipment 
in a mortgage insured by the F.H.A 
While it is true in some instances 
that lenders on a local level hav 
not adopted the packaged mort 
gage plan for uninsured mortgages, 
we must not forget that it is a re 
latively new mortgage innovation. 

lowever, as far as we are abk 
to determine, mortgage money fon 
kitchen and laundry appliances is 
just as available as mortgage mone, 
in general. Any hesitancy to loan 
on this type of security is but a part 
of the reluctance of some lender 


to loan on real estate in todays 
market. 

“We feel that a truly up-to-the 
minute kitchen is an important 
factor in selling houses today,” Mr. 
Meredith says. “There is no doubt 
that a well-equipped kitchen and 
laundry add to the value of any 
house. With the return of Regula 
tion ‘W" it seems to us‘that the plan 
becomes more attractive since Reg 
ulation ‘W" permits listed hous« 
hold appliances to be included in 
the mortgage. 

“The plan of packaged mortgage 
has numerous advantages ove 
other types of financing. Some of 
these are: 


1) One mortgage cares for all 
home financing instead of a mort 
gage and one or more installment 
purchase contracts. 


2) Payments are uniform during 
the life of the loan instead of being 
heavier for the first year or two as 
in the case when conventional in 
stallment methods are used. 


}) Expensive installment finance 
ing is avoided. The rate of interest 
paid for financing equipment is the 
same as that paid on the mortgage 


1) Household budgeting is sim 
plifiel since only one payment ol 
known amount is made monthly 


\ pre-planned — kitchen and 
laundry with the latest) modern 
equipment are safeguards against 
carly obsolescence of homes The 
packaged mortgage plan thus makes 
it possible for builders to increase 
the attractiveness and salability of 
a product which is being placed on 
sale in a more competitive market 


“We are very proud of the prog 
ress Which the plan has made in the 
last few vears, and we feel that it 
will become a permanent feature 


olf mortgage financing. 





Packaged mortgage enables Buffalo builders to highlight kitchens 


to 
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\ smart-looking laundry like this is an important selling point 
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Panoramic view of Glen Oaks Village where the Gross- 
Morton Company is building 3,809 units, the largest 
garden type apartment project in the United States 
today. To encourage such building, Alfred Gross says 
that Section 608 should be revised and made the ve- 
hicle to provide rental housing for $35-$75 a month 


WOULD like to outline a fi- 

nancial plan which would per- 
mit a private builder to provide 
homes for that segment of ow 
population who earn from $2,000 
to $4,000 a year. Barriers to the de- 
velopment of the housing business 
in the traditional American way 
exists in codes, zoning, labor, ma- 
terial distribution and finance. 
However, let's discuss solely those 
barriers that exist in the field of 
finance. 

First, we have limitations and 
special privilege. A savings bank 
in some states must confine its in 
vestments to that state. Insurance 
companies may invest in any state. 
Commercial and other banks may 
not compete in the mortgage mat 
ket in many states. It is well to re- 
member that the investment or sav- 
ings dollar deposited with a sav- 
ings bank, insurance company, 
iyuilding loan association, or time 
deposit in a commercial bank or 
trust company is the same dollar, 
even though each institution has 
widely-varied rights and limitations 
as to its Investment. 

Mutual insurance companies pay 
no income tax. Stock insurance 
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Building Homes for the 
Lower Wage Earners 







GLEN OAKS VILLAGE 
4 7h 44 Worl. n 
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By ALFRED GROSS 
Vice President, Gross-Morton Company 
Long Island, New York 


companies pay some income tax. 
Commercial banks pay a full in- 
come tax. Housing authorities pay 
no income tax and can sell tax- 
free mortgages to anyone. This 
hodge-podge of limitations and spe- 
cial privilege in mortgage invest- 
ments and the barriers thus created 
have caused a condition which has 
forced the Federal National Mort- 
gage Association, a mortgage com- 
pany owned by the R.F.C., to put 
chase upwards of $200,000,000 in 
mortgages in the past month in cer 
tain areas in the United States. I 
decry this direct participation by 


the federal government in the mort 
gage business, and the investing in 
stitutions should be farsighted 
enough to recognize this trend and 
take rigorous steps to correct it. 

The investing institutions gen 
erally are putting a triple squeez« 
on the purchases of small homes 
First, they want larger down pay 
ments. Second, they want shorte1 
amortization periods than are ex- 
pressly permitted both in the V.A. 
law and the F.H.A. regulations. 
Third, they want higher interest 
rates. 

This triple action play which in 


Restrictions, monopoly and fluctuations of mortgage financing are 
the biggest obstacles confronting builders of homes for families 


earning $2,000-$4,000 a year. The author, an expert in building 


finance, outlines a plan to make available to private enterprise 


all of the tools of government and finance short of direct grant. 


He advocates revising Section 608, waiving the F.H.A. insurance 


fee, exempting interest on F.H.A. mortgages of $10,000 or less 


from federal income tax. Here is a detailed plan for overcoming 


the financial barrier to solve current demand for low cost housing 


JOURNAL January, 1949 


25 











creases the monthly carrying charg 
es on a house unduly is taking place 
in those areas where money _ is 
scarce and the local investing in- 
stitutions have no competition. 
And so we find a constant financial 
pressure at work which is rapidly 
increasing the number of veterans 
who cannot qualifiy for housing at 
today’s prices. When we consider 
that the family whose income is be 
tween $2,000 and $4,000 per year 
has had no opportunity to procure 
housing and when the trend _ is 
away from this market rather than 
toward it, we must recognize the 
fact that broad, far-reaching re 
forms are necessary in our mort- 
gage pattern. I, therefore, offer for 
your consideration two inter-relat 
ed plans: 1) houses for sale, and 
2) low-rent houses or apartments. 
The basic consideration in both 
of these proposals is the establish- 
ment of a secondary market by the 
Federal National Mortgage Asso 
ciation who will issue a renewable 
commitment to purchase F.H. A. 
mortgages at par. Such commit 
ments shall be renewable on pay 
ment of an annual fee of 4 of 1%. 
Under this method, we broaden the 
field for F.H.A. mortgage invest 
ments to include commercial banks, 
trusts, and others, and _ provide 
liquidity and a more even flow of 
mortgage funds for those areas 
where construction needs are great 
er than the local supply of mort 
gage money. The beeclvaine of the 
base and tapping of new sources of 
funds will counteract the pressure 
for higher interest rates and will 
lessen the necessity for the F.N.M.A. 
to purchase mortgages in the vari 
ous areas where funds are presently 
not available. This plan will in no 
way increase the obligations of the 
Federal government since it will 
have already insured and guaran 


teed these mortgages through the 
F.H.A. It will lessen rather than in- 
crease the government's direct pat 
ticipation in the mortgage port 
folio. 

In metropolitan centers which lie 
in the various high-cost areas, there 
has been no way of providing hous 
ing by private industry for that 
group of our citizens who earn 
trom $2,000 to $4,000 per year. The 
framework of ow private enter 
prise system, which is the only sys 
tcm operating effectively in this o1 
any other country, should be en 
larged to take care of every seg 
ment of our population except 
those cases who request direct 
grants for shelter, food, or other 
necessities. 

I propose that we make avail 
able to the private enterprise sys 
tem all of the tools of government 
and finance short of direct grant 
necessary to achieve this objective, 
and by establishing proper sate 
guards pass the savings on to the 
tenants or purchasers of these 
homes. We would in this manner 
retain all of the advantages of pri- 
vate initiative, rapidity of action of 
private enterprise, and in the final 
analysis reduce the ultimate size of 
the group requesting direct govern 
ment entry into the housing busi 
ness. 

The one marked difference be 
tween the method of achieving low 
carrying charges by a public au 
thority and a private builder is in 
tax exemption in all of its forms 
However, since for-sale housing 
generally is in smaller communi 
ties, who can ill afford to exempt 
property from local real estate tax 
es, Lam limiting mv request in this 
field to the federal level. I ask that 
on houses sold to veterans where 
the F.H.A. mortgage is $10,000 o1 
less, the interest on the mortgage 


NON-FARM MORTGAGES* FOR 1939-1946 
by classification 


Savings ** Insurance 
Period TOTAL Loan Assn. Companies 
19349 ‘ 3,506,563 1,058,206 287,201 
1940 4.031 368 ; 1,283,628 $33,724 
‘1941 1,731,960 "1.489.909 103,684 
1942 3.942.613 1,170,816 361.743 
1943 3,861 101 1,237,505 279.866 
1944 1.610,6290 1,563,678 256.173 
1945 5,623,190 2,009,707 244,852 
1946 10,409, 831 $421,027 74,852 
19 11,400,029 3.56 953 793 278 
1948 
Jan.-Oct. 9,746,405 $012,909 799 90% 


“Amounts in thousands of dollars 
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Banks ¢ Mutual Indi- Other 
Trust Co Sav. Bank riduals Mortqaaqees 
890,590 ; 142 819 588 430 539,284 
1.005 893 169.907 640,350 597 866 
1,165,501 218,428 783,177 671,261 
885,803 165,58! 732.697 626.215 
752,543 152,054 857.081 581 2 
877,762 165,054 1,124,954 613,908 
1.091021 216,982 1,402,105 658.945 
2,685,061 87,977 2,023,915 1,257,899 
2 952 121 596,624 1.975 874 | 679 
2,229 846 608 BB 1.766 obs 3 U6 
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be exempt from Federal income 
tax. I ask that the F.H.A. insur 
ance fee be waived on these mort 
gages and that the mortgage bx 
amortized over a period of 40 years. 
With the establishment of the 
secondary market previously reter 
red to, these mortgages could be 
readily marketed at 3 to 3144°% and 
the reflection of these savings on 
the monthly carrying charges in a 
510,000 house as against a 20-year 
19°, F.H.A. mortgage is $30 pei 
month. 

A firm commitment to the build 
cr for 80°, convertible to a 90°, 
mortgage to the purchaser com 
pletes the picture and renders the 
plan completely operative. 

Now, let us consider rental hous 
ing. The 608 program, which has 
been the means of housing several 
hundred thousand veterans in the 
past two years, comes to an end 
very shortly. Yield insurance and 
Section 207 will not produce a vol 
ume of housing in the rental field 
commensurate with that produced 
by Section 608. Section 608 should 
be revised and made the vehicle to 
provide rental housing in the $35 
to $75 a month range. My plan is 
as follows: 

\) The plan covers low-rent 
housing completely divorced from 
anv element or requirement of 
slum clearance because 1) the cleat 
ing of slums is a separate issue; 
2) the re-use of slums is anothe: 
issue; 3) the re-housing of slum 
tenants is the only part of the 
problem that is in the builders 
field. This method can be used to 
achieve that objective. 

B) The plan is limited to local 
option with cach local community 
or municipality reserving the right 
to accept or reject the plan. 

C) The term of vears for the 
operation of the plan in each com 
munity is a matter for local de 
termination, but not however to be 
less than 20 vears. 

D) The local community adopt 
ing the plan shall contribute ex 
emption from local taxation for thi 
cost of the improvements for the 
stated number of years decided by 
the local government. The cost ol 
this exemption by the local gov 
ernment is partially offset by thi 
following factors: 1) Projects ol 
this character require, or cause to 
be built, commercial and othe: 
buildings which are taxable. 2) 
Ihev enhance the value of su 
rounding vacant property and in 
crease the taxes thereot. 3) They 
will definitely be placed on the tax 
rolls after a stated number of vears 
1) In those communities that con 
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sider the obligation of housing the 
veterans one that must be met in 
part by the municipality, this plan 
obviates the necessity of a direct 
municipal participation at the 
cities’ own cost and expense. 

E) The local community and/or 
county or state may at their discre- 
tion contribute the land, utilities 
and/or other services they may 
deem desirable, such as exemption 
from payment of mortgage tax, ex- 
emption from franchise tax, exemp- 
tion from state income tax, exemp- 
tion from sales tax, etc. These are 
a matter of negotiation locally be 
tween the sponsor builder and the 
local and/or state government. 

KF) The local and/or state gov- 
ernment will in no way interfere 
with or exercise any rights of ten- 
int selection other than required 
by the National Housing Act. 

G) The federal government shall 
permit the issuance of mortgage 
bonds, at an interest rate not to 
exceed 314°. covering the project, 
exempt from federal income tax 
for the period of local tax exemp 
tion as provided in the contract be 
tween the sponsor builder and the 
local government. 

H) The federal government shall 
establish a secondary discount mar 
ket in the manner previously de 
scribed. 

1) The builder-sponsor shall 
build the rental housing under the 
provisions of Title 608 of the Na 
tional Housing Act. 1) The great- 
est argument in favor of this point 
is the fact that it can be put into 
operation immediately. The Na- 
tional Housing Act, Section 608, its 
proceedings and practices, rules 
and regulations, have been tested 
out and are now operative. The 
builders are presently processing a 
considerable amount of rental 
housing under 608 and preparing 
many sites for the near future. Any 
consideration of an entirely new 
housing plan, either through in- 
stitutional participation, municipal 
participation o1 cooperative pal 
ticipation under a new system, will 
lead to considerable delay between 
the enactment of the legislation and 
the actual production and occupan- 
cy of the new houing units. I be- 
lieve that my plan will result in 
the construction of the largest num 
ber of rental units in the shortest 
possible space of time. 

J) The builder-sponsor shall ac 
cept a reduction in the rate of re 
turn on the estimated equity in 
the project from 642% to 4% for 
the period of the tax exemption 
provided in the contract with the 
local government. 
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kK) The builder-sponsor shall 
agree to give preference at all times 
during the term of the contract to 
veterans of World War II. 

LL.) The F.H.A. shall waive the 
mortgage insurance fee for the 
term of the tax exemption period. 
This request is justified since: 1) In 
a low-rent project of this charac- 
ter, mortgage insurance risk is 
virtually eliminated. 2) Precedence 
has been established by Congress in 
that the four-thousand-dollar-guar 
anteed portion of the mortgage 
used in the purchase of a home by 
a veteran is written without any 
charge for insurance premium. We 
are simply extending a benefit al 
ready available in veteran for-sale 
housing to veterans rental housing. 

M) The F.H.A shall issue com 
mitments representing 90° of the 
cost of these projects and the said 
mortgages shall have a term of 40 
vears. They shall amortize at a 
level annuity rate for the 40-year 
term. 1) At this point, I wish to 
state that my plan does not en 
visage a limited dividend company, 
but simply an operation under 
Title 608 as it now exists, with the 
maximum rents being fixed by the 
F.H.A. and control of the company 
and the distribution of dividends 
being made at the discretion of 
stockholders in precisely the same 
manner as is now permissible un- 
der Section 608. 2) Congress has 
already approved, in principle, 40 
year loans under certain portions 
of Title 207. 3) The normal de 
preciation period for tax-exempt 
projects built by municipalities and 
others is generally more than 40 
vears. 

N) In conclusion, we must real 
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ize that this is an inter-dependent 
plan and all of the component 
parts are required for its success 
ful operation. This plan which 
strips all of the elements of taxa 
tion, and its reflected costs, from 
rental housing will reduce the 
monthly rental on 608 housing by 
30 to 40°) depending, of course, on 
the location of the site, tax rate in 
the area, etc. 

You will recall that in outlining 
the barriers which prevent the 
housing industry from following 
the pattern of all other American 
industries, I referred to building 
codes, zoning, labor, material dis 
tribution, and financing. I have 
limited my discussion to financing 
because that is the most urgent and 
vital issue presently confronting us. 
Ihe violent dips and rises in the 
output of homes in the United 
States in the past years have been 
caused by the violent fluctuations 
in the method of financing of 
homes. The labor supply, the sup 
ply of building materials, codes 
and zoning laws, have not had as 
violent an impact on our output as 
changing mortgage legislation and 
the ever-fluctuating supply of mort 
gage funds. 

We hear on every side a keen de- 
sire to stabilize industry. In the 
housing business, the adoption of 
this plan will stabilize our financ 
ing and, following the same pat 
tern, by breaking down restriction 
and substituting free competition 
for monopoly and special privilege, 
we will solve the balance of ou 
problems. I believe the day is com 
ing when housing will take its 
proper place as a part of the mod 
ern American industrial system. 








Small Office BUT Big Sales 


By HAROLD J. GROVE 
Realtor 
Omaha, Nebraska 


URING my years of experi 
managing a real estate 
office in Omaha, I have tound that 
any good, simple office procedure 
with simplified devices saves time 
and energy, which leads toward a 
better sales record. Olten there is 
sull time, but if is worn out 
from too much complication and 
ollice procedure, the energy 1s not 
there to make another call and sell 
anothei property. 

We use several simple but eflec 


ence 


one 


tive systems in our office. For ex 
ample, we keep a still, printed en 
velope for each listing until a 


proposition — is obtained. On_ the 
back of the envelope we paste ads 
we have run on the property in 
order that they may be improved 
and corrected every time a new ad 
is run. The corrected listing is en 
closed in the envelope. 

When the sale is obtained we 
file the envelope in the sales box. 
Pencil notations on the back of the 
CnvVe lope are changed to ink when 
we know that they are absolutely 
correct. 


In what we call the “oflice bible,” 





A stiff, printed envelope for listings with ads pasted on the back 


... an “office bible’ which keeps salesmen up-to-date on all 


transactions . . . a Thursday inspection trip of al] properties for 


every salesman. 


Simple? Yes, but profitable. 


Using these un- 


involved office systems plus his keen knowledge of selling tech- 


niques, the author has made a relatively small office mean big 


sales in Omaha. Here he explains these time-tested methods 


notations are made immediately 
so that all salesmen know about 
new listings or sales. These nota 


tions are also put on the office tel 
phone pad and starred. 

On our “call pad” we note down 
all calls and notices tor the sales 
men so that the secretaries know 
whether or not the call has been 
taken care of and, if not, to call it 
to the salesman’s attention. 

We make a personal effort to 
handle each phone call so that stafl 
members are never “busy” or “in 
conterence.” It is the secretaries’ 
job to see that a salesman IS made 
available and that the call is not 
delaved even if the secretaries have 
to make the second call and give 
an explanation for the delay. 

An important part of our office 
activities is a sales meeting held 
each Tuesday morning at &:30 
The “office bible” is used to di 
cuss new listings and any problem: 
that a salesman has on a pending 


deal. ‘The meetings are moral 
builders if they are frank and if 
every deal is talked over in front 
of the entire sales statt. 
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When discussing listings at these 
meetings, an ad sheet, which is 
ruled so that we can use it fon 
several weeks, is passed around to 
the salesmen. Each one has his turn 
in picking out the property he 
wishes to advertise. The salesman 


is then given the Opportunity to 
advertise the house in which he 
has the most interest. He can LO 


to the ads pasted on the listing en 


velope and rework them into a 
better ad if he wishes. 

We use the old device of “AIDA” 
in our ads: 1) Attention, 2) In 


Action. 
salesmen 


terest, 3) Decision, and 4) 
Also at the mectings 
give the names of properties to be 
seen on the Thursday inspection 
trip. This trip is made by all mem 
bers of the sales staff except onc 
who stavs in the office to handle 
calls. The names of the properties 
ire entered in the “trip book.” The 
book is ruled into four columns, 
according to directions from the 
central part of town, and arranged 
so that the driving is orderly and 
is ctliciently done as possible. 
There is no exchange of pric 
by the salesmen when the prope 
tics are inspected. Each man_ is 
given a slip of paper on which h 
puts his price. Then he is put in 
t position to defend his price as 
we talk in the car between houses 
Where one representative of th: 


office has seen a prospective list 


Above right, all new listings, sales, and 
problems are discussed at the Tuesday 
meeting of the Grove Co. An ad sheet 
is circulated during the meeting, givine 
salesmen the opportunity of selecting the 
current listings they wish to advertise 


At left, salesmen 
their weekly 


prepare to go out on 
inspection trip with Mr. 
Grove, third from right. It is helpful 
to the listing salesman to have others 
see the property, express opinions as 
to price. It also impresses the owner 
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ing, itis of great help to him when 
the group inspects a property. The 
owner gets a glimpse of the othe 
members of the firm and ought to 
be impressed more than by even 
one good representative. Also, th 
owner realizes that the firm is go 
ing to do everything possible to 
sell his property. 

I think this is important enough 
to suggest that even a one-man of 
fice set aside most of one day for 
such a trip. We sometimes miss the 
Opportunity 9) Many properties 
because we haven't scheduled, at a 
particular time, such an inspection 
trip and we become glued. too 
tightly to our offices. A few years 
ago one of our salesmen thought 
he was missing something by going 
on the Thursday trip, so he stayed 
away about three weeks. He was 
happy thereafter to make the trip. 

In closing a deal the cash “in” 
and “out” is noted on the front of 
the closing envelope so that when 
there is a balance we know we are 
on safe ground. 

The buyer and seller both sign 
an acceptance receipt on their re- 
spective statements and also indi 
cate the exact date of possession 
which, for some reason or another, 
may have been changed subsequent 
to the obtaining of the purchase 
agreement. 

I suggest that a_ preliminary 
statement be phoned to the buyers 
and sellers, especially the buyers, 
so that they will know on the day 
of closing the amount of 
needed to finish 


money 
the transaction. 
Visualizing Your Prospect 
Visualizing the prospect is an 
important requirement of any suc 
cesstul salesman. Our staff uses the 
city directory to find information 
about the habits of the prospect. 
For instance, a night worker should 
not be called late in the morning 
ESTATE 
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or cven at noon . a sad mistake 
lor the salesman. Also, the city di 
rectory can give the husband's busi 
ness address so that the 
can approximate the 
come, what type 
might desire. 


salesman 
family’s in 
of location they 

When I was out of town recently 
a former college friend and his son, 
who lived in another state, drop 
ped into my office to see about 
buving a home. Later in the morn 
ing a young salesman in our office 
saw the notation on the call pad. 
He phoned the hotel where they 
were staying in order to contact 
the prospect and handle it for me. 

When I returned a few days 
later I found that my old friend 
had bought from another firm and 
did not know that anyone in ow 
office had tried to call him. The 
young salesman did not visualize 
that a man, staying temporarily at 
a hotel, might not be reached even 
at the dinner hour or at any other 
time because he would be on the 
move. This salesman neglected the 
simple thing of leaving his name, 


address, and where he could be 
obtained in the key box at the 
hotel. 

I often suggest to my salesmen 


that they size up the situation at 
a home before making a call. I 
there are cars parked out in front, 
perhaps they are having compa 
ny... surely no time for a real 
estate call. If there is a “family 
scene,” which happens in the best 
of regulated families, it sometimes 
can be discerned and it pays to 
take a walk around the block on 
make another call before seeing 
these people. Also, be wary of the 
neighbor who drops in. It might 
pay you to “bow out” and come 
back again, rather than talk busi 
ness with a stranger present. 

At a recent closing of a deal 
with people we had dealt with be 
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fore, we confronted with a 
wife who was the “I” type of per 
son. It “her” property and 
what “I’m” going to buy and how 
“I'm” going to do it. The quiet 
rather polite husband said litth 
but we knew that when the chips 
down, he the one 
actually made the final de 
cision. On the day of closing, the 
good wife was talking intermina 
bly, though the papers were all 
drawn and only awaiting signature 
The husband and the others pres 
ent at the closing were becoming 
quite restless. Finally the husband 
said, “Now Marvy, you have said 
all that needs to be said. We are 
ready to sign the papers and not 


were 


was 


were 
who 


was 


waste any more time. Please keep 
quiet from now on.” And, believe 
me, she never uttered another 
word, 


Sometimes the “I” person is the 
husband. Sometimes the “I” person 
is the wife, but you have to be 
smart enough to really know which 
one is the determining person 


Analyzing Your Prospect 


Real salesmen, by 
large, the same 
phone, SO it IS WISE to see 
pect personally. A great 
be learned by seeing the 
personally, determining 
terests and requirements. 


and 
over the 
any pros 
deal can 
prospect 
his in 


estate 
sound 


\ boxer watches his opponent's 
feet; a salesman watches the pros 
pect’s eves, mouth, expression, tim 
ing, and he listens sometimes more 
intently to how the prospect speaks 


than what he says. Oftentimes the 


prospect who says, “No” wants to 
sav “Yes,” but has merely lost his 
nerve. 


when I drove 
man and his 
property. The 
veteran salesman, quite a humor 


(Please 


I remember a time 
a veteran real estat 
prospects to see a 


turn 


to page 40) 
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Interior design adds spaciousness to rooms, 


\ CO-OPERATIVE plan of sell 
& ing shares of stock to tenants 
enabled Keves-Treuhaft Company, 
real estate builders of Cleveland, to 
overcome a financial barrier and 
complete Shaker Club Apartments, 
a 158-suite building in Shaker 
Heights that features dozens of 
outstanding construction elements. 

After having constructed five 
large scale rental projects in 1945 
15, Charles Keves and Alex Treu 
haft pondered the question of 
whether they should continue to 
build in the face of rising costs 
They knew the need was serious, 
so they decided to go ahead. They 
chose a preferred spot for apart 
ment living in Greater Cleveland 
a location that would always com 
mand a fair return. 

lo construct apartment units in 
the location selected required 
building a multi-story, fire-proof, 
clevator-type structure. And though 
the garden-type apartments built 
previously by the company quali 
fied for F.H.A. 90°) insured mort 
gages, the new project fell in a 
different category. Shaker Club 
Apartments could only command 
a 55% to 60°% loan and required 
an exceedingly large cash equity 
investment. 

To solve the problem, Keyes 
Freuhaft developed a plan which 
provided that each occupant would 
purchase an amount of negotiable 
non-assessable 6° cumulative pre 
ferred shares of stock in a regula 
Ohio corporation. The amount of 
shares purchased by an occupant 
would be in proportion to the size 
of the suite he would occupy. In 
addition to receiving 6°% on his 
preferred shares of investment, half 
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provides atmosphere of a private home 


of the income of the operation each 
vear would be used to retire part 


of each occ pants pre ferred shares 

Lo pay tor increased costs during 
construction and the many fine 
features in the building, the spon 
sors made a cash investment during 
construction of an amount almost 
equal to that investment by the 
occupants. 

Based on the average rental 
rate of $32 per room, the estimated 
annual income would be $300,000 
against a calculated total of opera 
tion, interest amortization, reserve 
and maintenance expenses of $200, 
000. This would leave enough net 
income to retire all of the out 
standing cumulative preferred 
shares under the plan in less than 
15 years, in addition to paying 6°% 
on balances of investment shares 
cach year 

\s a result of this financing plan, 
the fireproof Georgian apartment 
building is now fully occupied, 
located on a 400x 290 toot site over 
looking the Shaker Heights Coun 
try Club, just 21 minutes from 
downtown Cleveland. Of masonry 
and steel construction, the build 
ing has five wings and five floors, 
10 suites to each floor and eight 
suites on the garage level. The 
heated garage, accommodating 160 
cars, has two one-way streets 310 
feet long, affording quick and con 
venient parking. Panel heating 
laid in the streets keeps them free 
of ice and snow. 

The apartment is designed fon 
18 six-room suites, 128 four-and- 
one-half-room suites, and eight 
three-and-one-half-room suites. All 
of the suites have one to two tiled 


They Licked the 


baths of Mosaic Tile and all-clec 
tric kitchens equipped with Gen 
eral Electric refrigerators and 
ranges, Kitchen Maid cabinets, 
Tracy counter tops. Both kitchens 
and baths are ventilated with roof 
fans. 

Heating by circulating hot water 
is individually controlled in each 
suite by means of a gradual acting 
pneumatic thermostat operating on 
diaphragm control valves. Looped 
around the exterior of the build 
ing behind baseboards are supply 
lines with sub risers to each suite. 
Heating controls are by Johnson 
Service Company. 

Especially interesting in the pro 
ject. are the many conveniences 
planned for tenants. I'wo laundries 
are provided on each floor, each 
equipped with an automatic wash 
ing machine, dryer, and ironet 
Twenty-six changes of air are 
drawn trom the laundry room 


every hour. A 64x 32 foot venti 
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Five-winged, 158-suite building has fire protective features 


lated recreation room has an ad 
joining kitchen, service counter, 
wash rooms. ‘Three-quarters of an 
acre facing the golt fairway has 
been landscaped, fitted with com 
lortable outdoor furniture. Pro 
Vision is made in each apartment 
for frozen tood storage. A fully- 
equipped play area on the east side 
of the building is in full view of 
suites occupied by families with 
children. A special mail room pro- 
vides large locked boxes for each 
suite. 

\dding to the fire protective fea- 
tures of the building are elevator 
shafts equipped with blow out 
panels at the top to let the fire es 
cape. 

The building is equipped with 
Yale and Towne finished hardware, 
Otis elevators, Phillip Carey insu 
lation and roofing, Hope steel 
casement windows, Lamson floors, 
overhead garage doors. 


All-electric kitchens are tiled, well-arranged 


Keyes-Treuhaft Company, real estate builders of 
Cleveland, developed a cooperative plan of selling 
shares of stock to tenants in order to build a new 
apartment project. The plan solved the problem 
of a large cash equity investment and only a 60% 
loan. It resulted in the Shaker Club Apartments. . . 
a 158-suite building with all-electric kitchens, fully 
equipped laundries, individual heating controls, 
160-car heated garage, recreation room . . . and 
scores of other outstanding construction features 


*uites have individual temperature controls and ventilating fans 
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Here’s Advertising With a Sales Pull 


Diligent planning of advertising results in a larger 
net return, says Dolan Company of St. Louis. And 
they have a wide variety of colorful, effective ad- 
vertising pieces and close to $9,000,000 in 1948 
sales to prove it. Here are profitable ideas on 


how to give your advertising that extra sales pull 
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Note the pleasing amount of white space and attractive layout 
of these institutional ads run by Dolan Company during 1948 
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LASSIFIED ads, billboards, “for sale” signs, direct 

mail colorful and effective methods of 
advertising are resulting in big profits for Dolan 
Company, St. Louis. 

Dolan Company has a detailed plan for their advei 
ising program . a program that resulted in over 
700 sales and a sales volume of more than $8,800,000 
in 1948. They spend 65°, of their advertising budget 
for classified advertising. About 18°, of the 
commission in the sales department is used for adver 
tising. They handle only exclusive listings and 98° % of 


gross 


these listings carry a “for sale” sign on the property. 

Classified ads of properties exclusively listed with 
Dolan Company are prepared about one week befor: 
they actually appear in the newspaper. All the ads 
carry the Dolan signature which is four lines in height, 
in addition to a line for address and telephone num 
ber and a line for “See Dolan’s Photo-Listings Today.” 

Though the greater portion of the company’s ad 
vertising is run in the Sunday newspapers, six to eight 
ads are run dailv in each of the two leading metro 
politan papers. The third St. Louis paper has a real 
estate section on Friday in which the company runs 
about twelve ads together with institutional copy. 

These ads are prepared in advance in order to tic 
them in with current conditions as well as with bill 
board advertising. 

Large management ads showing pictures of proper 
ties managed by Dolan Company also occasionally are 
inserted in the papers. These properties range from a 
four-family building to a 23-story modern office build 
ing. 

At the end of each year a one-sixth page ad with « 
picture of the Dolan organization is published in each 
of the three newspapers. Also, a picture of the com 
pany’s staff appears on billboards once a year. Last 
year the copy with the billboard picture read “63 of 
Us to Serve You.” 

Billboard advertising is an important part of the 
Dolan program. Twenty-five billboards are in’ con 
stant use over a 12-month period in the metropolitan 
St. Louis area. In the past year the company has start 
ed a campaign to include an exact copy of the Dolan 
“for sale” sign on every billboard. The company be 
lieves that tying in the color and same type of sign 
on the billboards with that on the listed properties 
adds greatly to the advertising campaign. 

Dolan executives say it is valuable to have a “for 
sale” sign on every property, find that many sales calls 
originate from such signs. 

\ company is employed to erect these “for sale’ 
signs within four days after a property has been listed. 
\fter the signs are erected, an employee photographs 
the property. The photo is placed on a photo-listing 
board in the company’s offices. 

Daniel F. Sheehan, partner in Dolan Company, 
says, “Many listings have been obtained, too, because 
of the prompt erection of ‘sold’ signs. It is our policy 
to erect these signs on the same day a property is sold. 

Each month ink blotters are sent to Dolan clients as 
part of the direct mail campaign. The blotters carry 
a picture, calendar, and copy in keeping with current 
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conditions. The mailing list is furnished by the com 
pany to another organization which prepares and mails 
the blotters directly from their offices. Return address 
of Dolan Company is included so that clients’ ad 
dresses can be kept up-to-date. 

Postal cards are sent to property owners within a 
radius of 8 to 10 houses of a property listed. 

These cards are addressed by salesmen trom a direc 
tory of property owners’ names and addresses. The 
list is double-checked with the telephone directory. 

Literature describing “Dolan Photo-Listing and 
Dolan. Measured Value” are mailed out by salesmen 
to prospects weighing the advantages of Dolan’s serv 
ice against those of another agent. One of these mail 
ings is titled “What is this Dolan Photo-Listing?” and 
shows a picture of the photo-listing board and one of 
the properties listed on it. Another piece of literature 
has a photo of the Dolan organization and an explana 
tion of the company’s “measured value.” 

\n advertising agency is employed by the company 
to check all copy of every type before it appears in 
newspapers or on billboards. Mr. Sheehan says, “With 
out an advertising budget we do not think it possible 
to operate successfully in the real estate market. The 
more effort and planning given to advertising, the 
larger the net return and the greater the dividend.” 


Colorful, humorous billboards like these attract prospects to 


the Dolan office. “For sale” signs are shown on every board 
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At lower left are cards sent to neighbors of listed properties, 
part of direct mail campaign. Center, the photo-listing board 
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BILLBOARDS 


For A QUICK SALE 





NEWSPAPER ADS 
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Some of the properties managed by the company are shown in the 
center display ad. The ads are planned ahead to run in a series 
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Structural glass has been used generously to 
old Arthur Building into the 
modern 210 Building. 


transform the 
more Light tan glass 
is installed around the windows on the first 
floor; lighter tan glass is used around the 


Doors light cluminum and 
fluting on either side is aluminum. 
“210” 
the building was changed because cf public's 


Arthur Building 


entrance. are 


The large 
Name of 


numbers are structural glass. 


association with the former 
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Face-Lifting 


By HAL EASTON 
Property Manager, Omaha 


YOMEONE said, 
“When the 


a long time ago, 
last nail has been 
driven into the building, when the 
last workman has walked off the 
job and the building is complete, 
Deterioration 
move in.” 
When a property manager is call 
ed upon by the owners of a build 
ing to assume its management, they 
have the right to expect that his 
experience, know-how, and energy 
will not only delay the natural 
enemies, Deterioration and Obso 
but actually will set them 


and Obsolescence 


lescence, 


back many, many vears. 
In August, 1946, we were called 
in to assume management of a 


building purchased by one of Oma 
ha’s large life insurance companics 
The company found it necessary to 
purchase this building, which was 


mm ECs 


DOUBLES 


— 
= 
~ 


ogee 


. 
' 


next door 
lor 


ol less of 


their own building, 
first, 1t Was more 
hazard to their own 


to 
two reasons: 
a fire 
and 


property; second, the owner 
ship gave them control of one 
quarter of a city block on which 


a new home office 
if they so desired. 
The building was badly 
ol repair. Built around the 
the century 
to 


they might erect 
building, 
in need 
turn of 
as a college of medicine 
Creighton | 


niversity, It Was 
converted about 1925 into office 
space. Very little, if anything, was 
done at that time to change the 


general appearance from a typical 
into office space. 

The exterior of the building was 
shabby in appearance. The halls 
so dark that the maintenance 
superintendent often remarked he 
had light a match to see if the 


colle gC 


were 


When the author assumed management of the Arthur Building in 


Omaha, it was an ugly duckling with a life expectancy of only a 


few years. An insurance company purchased it only to protect 
their own building next door and get access to the site on which 
they might some day build another home office. But by giving the 
old structure a $45,000 face-lifting, income has more than doubled 
and the life expectancy has been increased a great many years 


January, 1949 — Nationat 












a Building's Income 


lehts were burning. It the old Cage 
clevators did not scare a person oul 
of his wits going up in the build 
ing, we were able to complete the 
job of scaring him when he cam 
down in the contraption. 

When asked the insurance 
company what disposition should 
be made the building, 
cided “live” with the 
months in- its 
making 


by 


ck 

building 
existing 
any 


ol we 
to 
lor a few 
conditions, before sug 
vYOCstLONns 

We later submitted 
flor the remodeling. We dete 
mined: (1) That the building was 
structurally sound enough to 
rant putting it into bette 
tion. (2) Due to high cost 
struction, the chances 
buildings would be 
the next few wert 
mote, and the market 
space being what it is, it would be 
profitable to proceed. (3) Unsate 
conditions in the building could be 


a proposal 


wal 
condi 
ot con 
that new 
erected within 
very re 
for ottice 


vears 


remedied and a shabby- looking 
building next to the company’s 
home office could be made attrac- 
tive. 


Our proposal set up anticipated 
income and operating expense if 
the work were to be completed, t 


REAL Estate AND BUILDING JOURNAL 




















A coat of paint, new elevator door and pushbuttons, the elimination of a door and 
archway give a completely different effect to what was an uninviting elevator en- 
trance on the first floor of the building. Note that in the “after” photo, the fire 


extl 





guisher has been moved to a less conspicuous place, new directory board has 


been installed, corners have been rounded to make the elevator entrance seem wider 


gether with the things we proposed 
to do and the estimated costs in 
volved. These included cleaning 
the exterior of the premises, remoy 
al of old skylights in the roof, in 
stallation of a new roof over all 
of the building, clectrical work, 
modernization of the elevator, 
cleaning, tuckpointing, installation 
of a new front on the building. 
Modernization of the interior was 
to consist mostly of patching the 
old plaster, removing ancient win 
dows between offices and corridors, 
remodeling the interior of the ele 
vator cab, repairing toilet rooms 
and plumbing fixtures, and install 
ing a new entrance to the lobby. 
We were to act as general con 
tractor and subcontract: plumbing, 
wiring, elevator work, and so forth, 
and through our maintenance de 
partment hire such additional help 


as Was necessary such as carpe hters, 
painters, and plasterers 

Estimated cost for the entire job 
was close to $39,000. We have had 
to revise our estimates some, duc 
to rise in costs of labor and ma 
terials, and due to additional work 
decided upon alter the job was 
started. We found it necessary to 
insulate the attic and complete the 
weatherstripping of windows (only 
half had been weatherstripped) 
The increase, however, has not ex 
ceeded 15% above our original 
estimates. 

Most of the tenants that were in 
the building have remained, and 
some that moved out have been re 
placed. Our monthly billings are 
now almost double those prior to 
the remodeling, and we still have 
about 15% of our space to be rent 
ed. As soon as the vacant space, 


now being rehabilitated, is rented, 
our income will be substantially 
more than double 

The best argument that can be 
made for modernization and_ reé 
habilitation is that, where condi 
tions are right, money invested in 
this way will pay a greater dividend 
than the money spent originally 
for the building alone. For ex 
ample, a building might cost $100, 
000 to buy. When the taxes and 
operating expenses are applied 
against the income, the owner may 
if fortunate, receive a 6-70 return 
An additional $50,000 spent to re 
model and rehabilitate, may double 
the income but increase expenses 
only 25-30°7 so that the owner can 
realize trom 10-127 on his overall 
investment, and as high as 20-25% 
on the $50,000 spent fon rehabili 
tation of the building 


Before remodeling, the maintenance superintendent often remarked that the halls were 
so dark he had to light a match to see if the lights were burning. Now the ceilings 
are a dark green to the top of the doors. The transoms, only dust-catchers before, 
are of the same color. The lower half of the wall is tan. New fluorescent fixtures 
have been hung at the same level as the tops of the doors. The rounded arch is now 
a straight beam and rounded elevator entrance adds spaciousness to the corridor 
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® Ted B. Brown, 
San Angelo 


Note grillwork, fine attention to detail in 
Addition 


this brick home in the Brown 





Homes Our Readers Are Building 


ARGE production of homes in 
L. one price range is not profit 
able in cities of 50,000 o1 
Developer Ted B. Brown, so 
building at the rate of about +0 
homes a year in five different pric 
brackets to satisiv demand in San 


less, says 


he’s 


Angc lo, Texas. 
Developer Brown) stresses indi 
viduality, good construction and 


quality in his houses and vet sells 
them for only 510 per square foot, 
including lot and such features as 
double width 
about 5400 


concrete drive ‘. 
worth of  backvard 
fences, heavy overhanging cornices, 
storage and laundry I he 
led B. Brown Addition is divided 
into five sections according to price 
class to enhance property value. 

Cost of the houses is reduced by 
the Brown method of building 15 


rooms. 





Old paving bricks give 


an unsual effect here 


houses ata time. He has set up a 
private lumber vard and planing 
mill, not only to save money, but 


to carry in stock the 
and other materials he puts in his 


unusual woods 


homes, such as red cedar, Port \u 
ford cedar, redwood. He has his 
own construction crew, architec 


tural departnent, loan company, 
and sells the 
methods 


houses himself. Phesc 

result ino a 20! 
and are 
purchasc 


AIL houses 


> savings 
Ih cost pass d on to the 
from 38,500 up are 
fully insulated Johns Man 
Ville insulation and are equip 
ped with Servel, Janitrol, or Len 
nox heating equipment. Some of 
Servel winter 
conditioning 


with 


the homes have and 
equip 
equip 


summer ai 
ment or Carrier 
ment 


cooling 


In the higher price range, 
the one above for $10 per square foot, including many extras 
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Another outstanding feature ol 
250 homes he has constructed in 
is that all 
are attached to the 
CVEr\ 


the subdivision 


2arages 
sume side of 
house, thus giving each resi 
dent additional privacy 

New owners of homes purchased 
from the recelve 
a letter containing mbormation on 
breaking in then 
service of mechanical 
The letter asks that 
in case of plaster cracking, for ex 
ample, 


Brown Companys 


new home, who 
to call ton 


equipment 


purchasers wait lor a yea 
until the house has completely set 
tled, at which time the company 
will repair the cracks and 
ale Mr. Brown 
nuilder, like 
turer, should his product 
at the end of six months or a vear 
for every home 


1 deco 
that a 
manulac 


! belicves 
| any good 


SCTV ICE 


buvei 





Developer Brown builds homes like 
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® Walter H. Leimert, 
Los Angeles 


c. add more beauty to streets 
and home entrances, special 
restrictions are made on location 
of garages in’) Beverlywood, latest 
housing development of Walter H 
Leimert: Company, Los Angeles. 
Homes in- the LOO-acre develop 
ment are designed for families in 
the S87,500-830,000 per vear incom 
group 

The restrictions provide that 
varages must be located on the reat 
one-quarter of the building site to 
climinate them trom opening on 
to the street. However, garages 
mav be attached and become part 
of the main residence with the ap 
proval of the company’s architec 
tural board 

Walter Leimert savs This pro 
vision is of tremendous valuc to 
the esthetic quality of the entire 
development and it increases tre 





This small home in Beverlywood illustrates a method of building 


garage at front of house without 


mendously the value of all proper 
iv. There is a strong trend to have 
ill garages and services on the 
street front and I agree that there 
are some advantages, that consider 
ation of house design must be 
based on them. However, the home 


open front facing the street 


owner has an additional important 
desire to have his home on a street 
that is outstanding in attractive 
ness, not a series of garages with 
doors open to display an odd as 
sortment of trunks, lawn mowers, 


tools 





I VITURING a wide variety of 
exterior treatments, Marsh 
Realty Company is currently add 
ing 20 to 30 houses to Sedgefield, 
a development of 500 building lot 
n the southeastern section of Char 
lotte, North Carolina 

Although — th first Sedgefield 
homes were built by the company 
in 1946, 125 other houses and du 
plexes have been added since then 
Phe company schedules small oper 
ations of about 20 houses to avoid 
producing more houses at one time 


than the City an absorb The 
groups of houses are laid out in a 
schedule which allows for continu 
ous operations of the various 
phase s of construction 

The houses, selling in the $10, 
000-S13,000 price bracket, average 
1200 feet of floor area and consist 
of three bedrooms, living room, 
dining room, bath, and kitchen 
The average lot is 80x 160 feet and 
Is completely landscaped 

Special attention is) given to 
variety in Sedgefield Although 





This house in Sedgefield shows one of the many variations possible 
with the floor plan of the three-bedroom home shown at the right 
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only two basic floor plans are used, 
each is given various treatments 
so that no houses are duplicated. 

Iwo types of heating layouts 
have been used in the homes. Two 
Coleman floor furnaces have been 
installed in two central locations 
in some of the houses. The other 
houses are equipped with York Hi 
Bov oil burning furnaces. Other 
features of the houses include tiled 
baths, complete insulation, auto 
matic water heaters, factory-built 
kitchen cabinets 


® Marsh Realty, 
Charlotte 








Managing Your Housing Development 


e A keen knowledge of rentals, good labor and public relations, 


high standards of operation will not only make your housing de- 


velopment more profitable but will increase the life of its various 


facilities. In this installment, the author discusses lease arrange- 


ments, insurance, and some ways of decreasing maintenance costs 


TINHE rental income, usually on 

a room basis, is a part of the 
budget and is estimated during the 
promotional stage of the develop 
ment. Those financed by F. H. A. 
insured mortgages are restricted to 
a certain defined amount which, 
until the recent expiration of hous 
ing act, was revised from time to 
time to meet the realistic rise in the 
cost of construction. While the total 
estimated income is a known factor 
nevertheless it is incumbent to have 
prepared by or for the manager a 
rental schedule for individual units 
Rents for apartments vary accord 
ing to size and location; and are 
affected by the floor on which situ 
ated and other desirable factors, 
or undesirable, as the may be 
\ttempts have been made to work 
out arrive at 
rentals per unit which will be not 
only fair but mathematically cor 
rect. Such practice has never been 
generally followed. The favored 
methods are to (1) take the 


Cast 


equations so as to 


either 





Development managers should carefully 
schedule janitorial services so that each 
man knows there are set limits for per- 
formance. Janitors’ duties should include 
washing, cleaning, removal of all grounds 
litter, making of minor equipment repairs 





38 


attractive line of units and 
work down, or (2) the most unat 
tractive and work up, or (3) the me 
dian and figure up and down, ac 
cording to the desirability or und« 
sirability of the unit. 

Lease agreements have been en- 
tered into at most developments 
but, because of rent control, many 
of these were permitted to lapse 
and only renewed where legal rent 
increases were allowed and accept 
ed by the tenant. Lease contexts dif 
fer from state to state although they 
are generally similar except for 
minor clauses. }Inasmuch as_ the 
rights, privileges, responsibilities 
and duties of both landlord and 
tenant have been long established 
1 short form favored. It 
should, however, contain such rules 
and regulations as will prevail at 
the development. These have at 
least a salutary affect or mav_ bs 
subsequently invoked to restrain o1 
evict an undesirable tenant. They 
usually cover such nuisances as un 
due noise after fixed hours, clean 
liness; and schedules such as dis 
posal of garbage and use of laun 
dries; also penalties for lost keys 
and broken fixtures or equipment. 


most 


le ast Is 


Press and Public Relations 

Even a housing development is 
affected by and must be aware of 
the importance ol public relations 
Managers should cultivate friend 
ships with local fire and police de 
partments; pastors, priests and rab 
bis; civic and political leaders; and 
be allowed an expense account to 
cover dues for civic and communit 
organization memberships. Man 
agers should also be on good terms 
with the local newspapers, even 1 
lav favorable news items, and make 
no effort to conceal information 
about incidents which occur 


Labor Relations 
In some cities labor relations are 


posing a problem which, if 


hot 
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By E. E. BURKHARD 
Vice President 


Edmund B. Brooks & Company 


Part IV: General Operation 


resolved, will (even have) result in 
operating mainte 
nance costs, where repairs are made 
by development workmen. Instances 
are known where labor unions in 
sisted that the rights of the respec 
tive building trades 
strictly This would re 
quire a janitor to restrict his labors 
to cleaning and eliminate all gen 
cral maintenance mechanics. How 
ever labor leaders are reasonable 
men and agreements can be entered 
upon allowing for some painting 
carpentry, electrical, plumbing, 
steamfitting, masonry, bricklaving 
and metal work to be done by the 
general mechanics, even at_ the 
largest developments. In cities with 
labor inder 
standings should be ‘arrived at in 
advance satisfactory at 
rangements can be negotiated than 
ifter demands have 


EXCESSIVE and 


unions be 
obs« rve d 


strong organizations 


when more 
been made 


Insurance 


The owners of housing deve lop 
ments are usually individuals, svn 
dicates or companics with extensive 
experience in building operations 
and arrange insurance with thei 
regular agent or agents. However 
if this responsibility devolves upon 
Inanagement, coverage as 
should be arranged 


follows 


Fire and extended coverage: fire 
lightning, windstorm, cyclone, tor 
nado, hail, explosion, riot, damag 
by aircraft, vehicle, smoke, on all 
buildings, furnishings, equipment 
fixtures and supplies. The polics 
should be a so-called blanket form, 
without a pro-rata’ distribution 
clause, and in an amount to at least 
80°% of the insurable value: with 
out a deductible or franchise claus 
provide that any portion of th 
property may remam vacant as o¢ 
casion requires, with permission to 
keep on the premises any materials 
necessary for the operation, and 
with permission to make additions 
ESTATI 
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extensions, alterations and repairs. 

Workmen's compensation: as ap 
plicable to state laws. 

Owner's, landlord's and tenant's 
public liability for at least 50/100,- 
000 limits against claims arising 
from accidents resulting in injury 
or death by reason of the use, oper 
ation, Maintenance, ownership or 
control of the development. 

If trucks or scooters are used - 
automobile bodily injury and prop 
erty damage. 

Burglary and robbery, including 
inside and outside holdup. 

Fidelity bonds for all employees 
handling monies. 

Standards of operation and main 
tenance for housing developments 
depend, as at all other properties, 
to a great extent upon the rental 
rates. High rates, higher standards; 
low rates, lower standards. The un 
varnished truth is that lack of com 
petition because of the housing 
shortage has eliminated that phase 
of managment concerned with ten 
ant relations and services, while the 
restricted income from frozen 
rents prevents owners from engag 
ing in or limits them to a program 
of maintenance and repairs which 
covers only those iteras absolutely 
necessary to preserve their proper 
11e€s. 

There will eventually be a day 
of reckoning at the thought of 
which both owners and managers 
shudder. Owners being interested 
either in eventually reselling thei 
properties at a profit or operating 
them in a manner which will pro 
duce the best possible return on 
their investments realize that both 
these objectives depend upon ap 
pearance and usefulness. To 
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achieve such results it is incumbent 
upon management to keep the 
grounds and buildings in a clean, 
sanitary condition, tree of litter; 
provide regular service; and oper- 
ate on a methodical, systematic 
basis. 

Janitorial services include all 
washing and cleaning; removal of 
rubbish, garbage, ground litter and 
snow; operation of incinerators; 
and making of minor repairs. 
These duties should be carefully 
scheduled and man should 
know that there are set limits for 
their performance. Supplies con 
stitute such a small proportion of 
the total operating expense that 
imple quantities of suitable equip 
ment and materials should be 
vided, but their use 
limited to prevent 
and pilferage. 

Cooperation of the tenants in 
keeping the premises clean, as pre 
viously mentioned, is important in 
keeping janitorial costs low, and 
the small amount of time and 
money spent for an educational 
program will pay dividends 

Human nature being what it is 
few people will walk very far to 
deposit trash, therefore recepta 
cles on ground should not be far 
ther than 200 feet apart. 

Barring unforseen contingencies 
such as war, most economists have 


each 


pro 
should — be 
extravagance 


come to the conclusion that prices 
and shortages are now at their 
peaks; that a downward turn in 


the cvcle will occur around 1952 


Just about then, and during the 
following three years most housing 
developments, especially those fi- 
cana by F.H.A. insured mort 
gages, will be confronted with the 
replacement of equipment such as 
gas and electric ranges. This be 
ing a heavy expenditure foresight 
ed owners and managers, will, in 
the meantime, use every means 
they have and know of to prolong 
the life of such equipment. 

One method is to obtain the co- 
operation of the tenants by incen 
tive or educational expedients 
The other is to keep the equip 
ment clean and repair. 
Grease and dirt can be removed 
from all movable parts such as 
burners, gas cocks, mani 
folds, trays and grilles by soaking 
and washing in a strong lye solu 
tion. Cast iron grates can be plac 
ed in a light fire for a few minutes 
and then washed. Chipped nickel, 
chromium and other alloy plated 
fittings and trimmings can be dip 
ped and replated. Burners and 
grates can be painted with a coat 
ing of smokeless, odorless, black 
stove enamel. Unenameled metal 
linings can also be recovered with 


in good 


grates, 


one or two coats of smokeless, odor 
silver paint. Worn out oven 
linings, stained and marred panels 
that are beyond repair are obtain 
able from manufacturers and sup 
ply houses but complete descrip 
tions must be provided, such as 
model, type, and whether right or 
left hand oven 


less 


Typical of some of the large housing developments in the nation is Glen Oaks Village, 
under construction by Gross-Morton Company in New York. The development will cover 
a 175-acre plot. Two-story buildings of Early American architecture will occupy one-fifth 
of the area, with four-fifths of the area devoted to recreational areas, shopping center 


rob 


. 
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Big Sales — 
(Continued from page 29) 


ist, tried to cultivate the prospects 
as we drove out to the house, but 
the response was very poor. When 
we got to the vacant house he 
merely unlocked the door and 
ushered the people in. Then he 
came back outside, sat down on 
the porch rail, and smoked a cigar 
while they looked it over. I said, 
“IT don’t understand why you don't 
show this property to these people. 
You showed everything from the 
cellar to the attic in that house we 


visited with those othe: prospects 
this morning.” 
He answered, “These tolks are 


secretive and suspicious and like to 
whisper to cach other. So I let 
them whisper all they please and 
then, when they come out, all of 
that will be out of then 
They will not be as afraid of me. 
In my opinion, it is the only way 
I have of selling them a house.” 


systems. 


There is no magic formula ton 
selling more homes tomorrow, but 


there is a magic formula for sell 
ing more homes in the next 20 
Vcears 

First, condition vourself. Settle 
down in the citv where vou are 
now or, if vou are discontented, 


move at once to where vou think 
vou want to live 
Second, fix vour policy. Honesty 


is fundamental and, though it may 


This Sign Clicks With Clients 


xm Dick H 


TUCSONS GREATEST NEED. - 





11 Nem 


foes 


People in Tucson are stopping to look and to buy as a result of the latest promotion 
idea of Dick Hall Realty. The 7 x 10 foot sign simulates the front page of a newspaper. 
Besides carrying a banner headline promoting civic activities in Tucson, the “Dick 
Hall News” advertises properties available with the company. The banner headlines 
are changed at least twice each week, painted on a single removable board and 
fastened with bolts. The two panels that advertise properties are also removable 
and, according to Mr. Hall, are “attracting many prospects to the office.” The black 
and white sign is illuminated at night with two 400 watt flood lights for extra appeal 


not pav off fast, it will bring the 
material reward of a good prospei 
ous business and feeling of well 
being in the future. Selling is tell 
ing the truth attractively. 

Don’t be temporary. There are 
i few “hot shots” in the real estate 


who are like sky 
yoom in a flash to 
and suddenly fall to 
really 


business today 
rockets that 
ward the sky 
the earth without 
noticing them 

Remember the Golden Rule 
strive by it. 


anvone 


and 


NATIONAL REAL ESTATE SECTION 





WAXED CARD SIGNS, designed for You. Write 
for samples. FLAVELL, Box 262, York, Pa. 








SALES MANAGER WANTED 


In growing city of 100,000 in south- 
east. Firm established in 1928. Ap- 
ply Box A-3, National Real Estate 
and Building Journal, Cedar Rap- 
ids, Iowa, giving age, experience, 
and any 


other information about 


yourself. A real opportunity for 
the right man. Not necessary that 
you have been Sales Manager in 


the past. 











— Training ror— 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 
of the business. G.I. Approved. On-The- 
Job Trainees can take either course 


FREE CATALOG Established 1936 
WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 


15 E. Pershing Rd. Kansas City 8, Mo. 








FOR SALE — VIRGINIA 


(Broker's co-operation invited ) 
Specializing in the fo of Colonial Homes and 
Plantations in all sections of Virginia. G. 
LORRAINE, Law Building, Richmond (19), Va 





Investments, Farms & Ranches 
The Garden Spot of the World 


LEWIS REALTY EXCHANGE 
Macomb, Illinois 





McTIGUE, M.R 
Lauderdale, Florida 
erty management 


621 F 
Sales 
insurance 


Las Olas Blvd., Fort 
rentals, leases; prop 
appraisal service 


METAL SIGNS 14° x 20°, $.46 Each. 
REALTORS SIGN SERVICE 
Box 1022 Greenville, S. C 





1000) cards $4.95. blue ack engraved (plate 


or | 
ess) $6.95. FORMAN. Box 303N. Jamaica. N.Y 














Salesman Wanted 


EXECUTIVE TYPE 
salesman wanted to place exclusive 


experienced 


local franchises for established 
house organ in residential building 
field. Opportunity for qualified ap- 
plicants age 40 or more to establish 
permanent business on liberal com- 
Write Box AA, 
National Real Estate and Building 


Journal, Cedar Rapids, Iowa. 


mission _ basis. 
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NEED REAL ESTATE 


SIGNS 


on Baked Enamel Metal 
or Tempered Masonite 
Reflectorized or Plain 
e PROMPT SERVICE 

e WE PAY SHIPPING 


WRITE DEPT. R.E.J. 
FOR COMPLETE DETAILS 











“WE SIGN THE NATION’ 


ACTIVE DISPLAY ADV 


1702 West 19th Street Chicage 8, Tl 
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In some cases banks have made arrangements with brokers to sell] 


@ property, later turned down the broker's offer to accept another 


proposal from someone who has heard of the deal. But good faith 


is a part of every contract... written or oral .. . and should not 


be forgotten by either property. Be careful, too, of how you write 


checks, for if someone fills in a thousand or two, the loss falls to you 


By GEORGE F. ANDERSON 


|’ I own a building and I tell 
a broker that if he brings in 
an olfer of $50,000, I will considet 
it, and decide if I wish to ace pt 
it or not, and the broker brings in 
an otler, I have the right to 
say that upon considering the mat 
ter I have decided not to sell at 
that price, on at all. Th 
right to remain in 
violate, and I have the right to list 
my property on any conditions I 
like, and the broker has the right 
to accept the listings or not, as he 
likes both adults 
we have make 


and 


suc h 


not to sell 
contract shall 


and since we are 
al right to 
like, 
later complain that they were net 
fan 

It is that kind of an arrangement 
that and banks make 


brokers, and many times they 


any al 


rangcments we Cannot 


reasonable or 


with 
turn 


trusts 


NATIONAL Rear. Estare anp BuILpine 


untair to th broker 
Most cases the trust or bank have 
their own print d form of ofl 
ind the arrangement is 

in the form. It provides tl 


out to be 


contained 


Mita con 


mission is to be paid only if the 
offer is accepted and the deal 
closed. Sometimes this form is not 
drawn by a lawver, and is not ex 


pressed with an appreciation of th 


principles of law and niceties of 
and there are 


language, many lat 


suits 
Olten the trust or bank = says 
nothing about such an arrange 


ment until the broker brings in an 


offer. The listing has already been 
made, and the owner cannot injeci 
inv new terms or conditions inte 
it 


But the point IT wish to emph 


size is that the owner must act in 


JOURNAI January, 1949 


good faith. Good faith is a part ol 
every contract 
\ bank 


broker under suc 


listed a building with 

han arrangement 
Ihe broker brought in an offei 
Under the arrangement the bank 
had the right to decide to increa 

the price, and it had the right to 
not to sell, but what it did 
was to sidetrack the broker and to 
sell the building at the 
to a good customer of the bank 
The customer had gotten wind of 
the sale, and he 


“Here, Vl 


ce ( ick 


Sale price 


came in and said 
give $50,000 for thar 
building.” What could the bank do 
but let him have it? But this was 
not good faith to the broker, and 
the bank settled him by gis 
ing him enough to 
peanuts 


with 


buv a bag of 


| t I made out a check on my type- 
2 writer for “Five Dollars” 
and mailed it to my creditor, and 
he filled in the word “thousand 
alter the “Five” the loss would fall 
on me and not on the bank, because 
I had been so negligent in making 
out the check, that I would be 
estopped from asserting that it had 
been altered. Hf I check 
out tor Dol 
ars, I to stand the 
because I made the check out 
that the “S no/100 
could easily be erased, and the 
thousand” substituted. If | 
the check out for 
Dollars, it 
difficult to erase the 
and then alter the 
is difficult to say 


made the 
“Five & no/ 100 
may still have 
in such a way 
word 
male 
“Five & no/100 
would be 
dotted 
check, and it 


whether the 


The 


more 
lines 


loss 
would fall on me or not 
one for the jury to decide 
not the maker of the 
check had made it out so negligent 
lv that it facilitated 
considering all the 
At a meeting of 20 lawvers, I said 
any 


que s 
tion 1s 
whether o1 


an alteration, 
circumstances 


makes 
t check without a check protector 
considered negligent.” My 
proposition was debated hotly and 
I think the 
Was AagalInst me 
that I 


businessman who out 


may be 


consensus of opinion 
but, nevertheless, I 


h id 


conside red 


won m 
point, and my point was this, and 
since there is so much doubt about 
it, and since lawvers disagree the 


wav they do 


the only safe policy is 
for a businessman, who makes out a 
considerable number of checks each 
month, to use a check protector I 
don't. think the reasoning 
would apply to the man who makes 
few checks cach month in 
payment of his household accounts 
Reasonable care would not require 


Salli 


out a 


him to go to the expense of buyin; 
i check protector 





GOOD Sl 


Cost Less In 


The Long Run 


Don't overlook the business-building 

power of good signs. They work for 

vou 24 hours a day. Create a good im- 

ression of your business by using 

DenLekawtp enameled metal signs with 

the design and lettering silk screen 
ted in brilliant color enamels 






xX 25 
ROADIE j 


Flonioa 73 


One, two or three colors in sizes 
trom 12 in. x 18 in. up to 20 in. x 28 
in. Cold rolled sheet steel with the 
long - lasting enameled background 
baked on 


m } 








Lhese igh-grade, artistic, long lifed REAL TOs & | 
ms cost very little more than the 218 SUPERIOR AD | 
tke-shift kind. They'll pay vou big = | 
' } ee 
s for many vears 
AL 
for > 

WRITE FOR PRICE LIST PO Abs 

Shows cost all sizes, two or more colors, re , , A\al ‘ 
ectorized, printed both sides alike, etc. We Yur? waver | 
) duplicate any sign you are now using or 3234} 





reate a new design for vou. Your trade-mark p wanison At om 
r special lettering reproduced at no extra cost nN 


Kelvinator Division of Nash-Kelvinator Corpora 
tion has introduced three new 1949) relrigeraton 


om @ ; 
he ERLEKAMP SIGN Eo, | models, including a two-door combination. retrigera 


tor-freezer and two 8.6 cubic foot refrigerators 
DEPT, (3 ’ FREMONT, OHIO Phe new RS and RD 8.6 cubic foot retrigerators a 
only one inch taller than former seven foot models, 
sand actually take up less room in width and deptl 


THE FULLY Th two-door IM OCCUPIES the Salli kitchen floo1 


space as a conventional unit, stands only a_ trifle 
PNip ge) Wale yee) q3 ie a 

In the picture above, the Kelvinator “Space Save 
package includes a full six-cubic-loot refrigerator, 24 













FOR AUTOMATIC inches wide and 2634 inches deep, and an electric 
HEATING AT ITS 


BEST 


ranee, 21 inches wide and 25 inches deep 


Stainless Steel Shower Cabinets 

Development of a new all-stainless steel pretabri 
cated shower cabinct is announced by Milwauke« 
Stamping Company 


1. SAVES FUEL 
2. CUTS LABOR 


3. ENDS SMOKE ; 
Lennox Offers Heating Text Book 

4. CONTROLS Send today for amazing proofs \ compl te warm air heating and winter air condi 

TEMPERATURE of fuel and labor savings tioning text book which answers engineering, instal 


made by Winkler Stokers... lation, and service problems, is being made available 


Phe cabinet is completely sell-contained, corrosion 
resistant, leak-proof, and easy to install. Available in 
! a 36-inch size, the cabinet is modern in design and 
brilliantly polished 











see how your investment in a 


Free Booklet Winkler will pay a sensation- by the Lennox Furnac« Company. 
on request ally large return—actually pays The book, written by John W. Norris, vice president 
for itself in fuel savings alone. of the company, contains hundreds of charts, draw 





ings, and graphs which serve as a practical euide to 
problems of heating and air conditioning 

WINKLER: 
through Lennox sales offices 


fly aulomaue aproved Model Ceiling Fan 


\n improved model ceiling fan, designed for in 


ae canes stallation any place in the cc iling, has be en announced 


by Shepler Manutacturing Company of Pittsburgh 


Model No. 81 requires only 7-1/4 inch joist space. 
U. S. MACHINE CORPORATION b:t. s-0-1, tesanon, iso. Once installed, only the highly polished cast alumi 


Only Winkler 
has this fully 
automatic trans 
ptission, 
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num grille is visible in the ceiling. The Redmond 
I8-watt motor and fan assembly is attached to this 
grille, which permits the ready removal of the entire 


working mechanism for cleaning 

The aluminum louvers in this fan arranged to 
provide highest efficiency. One louver is mounted in 
the end of the made of 20 steel, 
while the othe: is mounted in the outside wall 
hood. Both open automatically when the fan is turned 
on and are gravity closing when fan is not in use. 


are 


fan housing, 
louver 


yauge 


Table-High Refrigerator 

\ new, table-high refrigerator of 3.5 cubic fect 
capacity, designed especially for apartments and small 
homes, is being manufactured by the Moss Atlas Con 
poration of New Yoik 


Ihe “LO-BOY"” refrigerator is 344% inches high, 
24 inches wide, and 2249 inches deep. It has a formica 
top, a cabinet liner of alf-welded construction finished 


in vitreous enamel, and a condensing unit of 


cighth horse power. 


One 


Revere Announces Building Plans 

\ minimum of 30 building developments ino as 
VAT 1949 goal of th 
Revere according to a recent 


areas from coast-to-coast is the 
Quality House Institute, 
tnnouncement 

Phe Institute is organized to bring 
into the merchant-building of moderately-priced on 
family dwellings. Under the program, builders 
the will be invited to with 
architects and submit plans in preliminary form fon 
new housing developments conforming to the princi 
ples of the Institute. It is expected that at least 30 
will merit Institute sponsorship and those 
will be given local newspaper advertising and promo 
tion 


higher standards 


new 


throughout countrys join 


of these 


“Gay Nineties’’ Gone Modern 





This old 
comment when it was tirst built back in the 


pioneer heme in Portland, lot of 
“Gay Nineties” 

today it is drawing a great deal more. Realtors Bill Robison 
and Barney Asheim wanted a “different” office away from the 
congested business area. They purchased this old home, trans- 
formed it into a colorful business enterprise. The home, still 
wearing its original “gingerbread” has been painted a shiny 
black on the exterior with the window frames and pillars finished 
in white. They high-lighted exterior trimmings with gilt, porches 


in red tile. Clients have little trouble finding Robison Realty 


Oregon, drew a 
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THE HOUSEMART HOME 


TORTS 





“ ee ES 


Dealers Wanted 


This 5-room liome is designed for a 45-foot 
lot. Its 114 story structure provides space 
for 2 additional rooms on the second floor. 
Aluminum windows, kitchen unit, and Ben 
dix laundry are included. Mass production 
methods assure moderate cost and immediate 
delivery. Dealers preferred east of Cleveland 


™ HOUSEMART = 


18320 Lanken Avenue 


CLEVELAND, OHIO KE-7562 








January, 





Get the Best Deal 
the Market Affords ~ ak a 


thru Peers 
CREATIVE ~*~ 


FINANCING 


As practiced by our staff 


es 


of Skilled Mortgage Specialists 


© WARNECKE 


£©o 
INC 


MORTGAGES 


Leaders 


in Large Loans 


551 FIFTH AVE.. NEW YORK 17,N.Y 
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BERT V. TORNBORGH 
CPA Tax Consultant, New York 


EXCESSIVE DEPRECIATION 
was charged for certain years by a 
West Coast bank and deducted on 
its tax returns. Eventually, for pun 
poses of getting at the correct cur 
rent depreciation amount, it want 
ed the previous excess restored to 
the asset values. The court 
“No.” The Supreme Court has just 
refused to review the case. 


REASONABLE SALARIES ton 
president and vice president of a 
family farming corporation wer 
determined by the Tax Court to be 
$7,500 and $1,500 respectively, and 
the CXCess 


said 


over such figures 


disallowed as unreasonablk 


REPAIN TING OF BUILDING 


Was 


eave rise to deductible business ex 
pense, ruled the ‘Pax Court. But, 
in the same case, it disallowed d 


duction for architect's services in 
connection with putting up an ad 
dition to the This latter 


adde d to 


building 
was capital outlay, to be 


the building cost 
UNEXPLAINED BANK DI 

POSTTS were in possession ol 

taxpaver who also claimed unsub 


The 
latter and 
increased his gross incom 


Stantiated travel expenses 
Treasury disallowed the 


becaus« 


4 the unexplained deposits. “Th: 
Pax Court approved 

RENT WAS PAID by a tamil 
larming corporation to an officer 
of that corporation. The Preasury 


Loo high dis 
Pax Court 


thought the rental 
allowed part of it. The 
sustained 
RESIDENTIAL PROPERTY 
was converted to income producing 
property, then sold. The 
to fieure 


qu stion 


arose as to how gain on 


4 


Pax Court decided 
that the value of the property as of 


the date ol 


the sale. Phe 


conversion was to be 


considered the original value 


FALSE ENTRIES were made in 
the books of a corporation, by the 
treasurer. He 
return, 


assistant made out a 
false tax which the presi 
dent of the company signe d in good 
faith, not knowing of the falsifica 
Nevertheless, said the Tax 
Court, the liable 
for fraud penalty assessed by the 
lreasury. 

PROPERTY SUBJECT TO 
LEASE was sold and, in calculat 
ing taxable profit on sale, the tax 
payvel 


tions. 


corporation was 


was required to use, as a 


base, the value at time of acquisi 
tion from a decedent, without re 
duction for certain rentals which 
said could be looked up 


on as reimbursement for 


the le ast 
construc 


tion costs. 


STOCK IN COOPERATIVI 
\PARTMENT was bought by a 
laxpavel who later charged it off 
on his tax return as worthless. The 
did not approve 
was no. definite proolt that 
question became 
that particular tax 
Also, it appeared that the 
stock purchase was largely made to 
obtain a permanent home for the 
t ixpayer, 


\N OFFICE BUILDING was the 


subject of extensive alterations such 


court becaus 
there 
the stock in 
worthless in 


Veal 


all and 
part of the roof, placing a cement 
picr, adding to the superstructuré 


as removing sections of a Ww 


replacing termite - infested — floor 

with cement floor, building new 

marquee, and so forth. Of the con 
January, 1949 NATIONAL 





total cost, the 
claimed some 80°; 
tax vear in which the 
done. ‘Treasury all but 
$1,000, said the remainder should 
be capitalized On the record the 


tractors taxparver 
as repairs in th 


work was 


disallow d 


Pax Court found it impossible to 


differentiate between « ipital and 
repair iterns, upheld the “Preasur 
stand. Moral keep adequate and 
detailed records to support your 
claims 

LOTS WERE HELD by a tax 


paver who was in the business ol 


oil producing and developing oil 
properties. Sale of the 


lots, said 


the court, was not in the “ordinary 
course of business” and profits r al 
ized were therctore taxable as capi 
tal gains. 

FARMHOUSE WAS OCCI 


PIED by a taxpayer who was sol 
stockholder of a corporation — he 


had organized tor the purpose ol 


holding title to the farm. Th 
court ruled that he was taxable on 
the rental value of the house that 


h occupied 


HUSBAND-WIFE PARTNER 
SHIP received court’s approval for 
tax purposes in where wile 
rendered no but where 
the partnership interest had been 
transferred to her in consideration 
for monies that she had advanced 
to her husband in earlier depres 


Canc 


SCTVICeS, 


sion sears 


PRAVEL ENPENSES were in 
curred by a vice president of a con 
poration in the 
deavors to organize 
the company. The 


course of his en 
and ce ve lop 
court held he 


was entitled to deduction tor such 
expenses 
Rear Estate AND BUILDING JOURNAI 











Selling Pointers 


IM Garth, realtor of Long 
Beach, California, lists these 
selling pointers gathered from 
“super-salesmen” at state and na 
tional real estate Conventions: 

Like people if you want people 
lo like you. 

Make vour deals a three-way suc 
cCss to the buver, sellet and 
broke 

There are three selling methods 

prospect, property, ice a 

lhere are three rules ol sell 
ing get in, get through, get out 

Outthink rather than out-talk 
Voul prospect 

Neve P OTMISC to re-sell at a 
profit 

Brace voursell! Dont let them 
discharge vour batters 

Don't let vour prospect unsell 
you on vour own real estat 

Don't copy! Do it vour own wa) 
and be natural. 

Start vour financing with vou 
st lea 

Don't talk terms till they've seen 
the property 

Go with vour buvers to do then 
financne 

Salesmanship is simply helping 
people to make up ther minds 

Enthusiasm is) the salesman’s 
ereatest asset 

Do things to attract attention to 
voursell, vour ollice, vour business 

Be proud of vour business 

There's always a real estate mat 
ket if vou search tor it 

Were in the business for com 
missions and not for prick 

Don't try to kid your prospects 

it just won't work. 

We live off cranks and unreason 
able folks 

Don't break a price belore price 
becomes a factor. 

When vou have a good idea, 
have also the guts to try it 

Most men like to buy and not be 
sold 

Kind the motive it will help 
vou make the deal 

\ small file of good listings beats 
a large file of poor ones 

Lake the “IY out of selling and 
substitute “vou.” 

If you do nothing else, keep a 
good prospect file. 

Well listed is halt sold. 

Fach dav is a harvest of vester 
day's planning 

Don't plant a negative seed in 
the other man’s mind 

Sloppy office sloppy clothes 
sloppy business 

Half-sole vour shoes but not 
your trousers. 

Put service into every sale 


YOUR BUILDINGS 


TO 
¥: \ skres income VALUE 
as 
ee 







... with space-saving, money-saving 


Rathe-Réze SINNER (ABIETS 
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Today’s “Better Buy 
per plumbing dollar” 


EASIER TO INSTALL..... 
. s+.» UNDERWRITER APPROVED hates | 


Whether you're building for resale or rental, or renovating | PORCELAIN ENAMEL 
for higher income, Bathe-Rite Shower Cabinets add extra | i 
value to your buildings. With Bathe-Rite Cabinets, you save <r 
on floor space, reduce original cost, installation expense 
and time, for they require no extra wall or floor preparation. The Bathe-Rite is 
completely self-contained, leak-proof. It is built for permanence, designed for 
beauty. Its Genuine Porcelain Enamel Steel Base, rigid, strong, built for lifetime 
sanitation, can't rust or leak, and is UNDERWRITERS LABORATORY APPROVED 
for slip-proof safety. It's the modern bathing standard for homes, apartments 
and hotels as well as for schools, institutions, commer- 
= cial and industrial buildings . . . Today's “better buy 
~ per plumbing dollar.” 


Bathe-Rite Shower Cabinets ore 
sold exclusively through 
Plumbing dealers and Contractors 









/ Bathe-Rite Glass Door — in stock sizes, ot- 


tractive, rugged in construction, are readily adapted 


to all Bathe-Rite Cabinets. Also save money in tile 
marble or glass shower installations 
Also write for details on “Adapto” 


One-Piece Porcelain Enamel Shower 











Siudek: Siiiie Hey annie antiien dee Receptor for built-in showers — and 
i gestions cover FERROMETAL Partitions for toilet, 
need — of prices to fit your budget shower, dressing room enclosures. 











Bathe-Rite 


eT eee 
MILWAUKEE STAMPING COMPANY 


822-S South 72nd Street © Milwaukee 14, Wisconsin 
OUR SSTH YEAR OF QUALITY PRODUCTION 


OO a 


— 
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FIRST IN THE FIELD 


With High Grade — Artistic — Colorful 


REAL ESTATE 


SIGNS 


Signs that have paid big dividends 
to Scores of Realty Firms for 
more than 10 years 


La ; 
Remember he Mame | 


HIGH 
QUALITY 
LOW 
COST 


















Many 


gone thru those years. 


come and 
. Yet, we 
continue to serve Old as well as 
New Customers day 


There’s A Reason 


have 


Imitators 


after day 


kind of 
signs only; The Best, made of the 
Highest Quality Waterproof Ply 
wood obtainable. We do not make 
Thin Tin Metal or Cheap Card- 


board signs. 


We manufacture one 


Our signs are of the 
highest quality thru-out and are 
Practical For Real Estate Use. 


We do not claim to make signs 
that will last forever. Truthfully, 
No Manufacturer can . . But if 
you want the BEST REAL ES- 
TATE SIGNS, that give dollar for 
dollar value, then Write For De- 
tails TODAY 


NOTE: Use Your Letterhead When 
Writing To Us, Please 
QUICK SERVICE — QUALITY SIGNS 


tow cost 
Affiliate Member St. Louis Real Estate Board 


HERMAN SIGN COMPANY 


5353-55 Walsh Street 
St. Louis 9, Mo. 


LARGEST EXCLUSIVE MANUFACTURER 
OF REAL ESTATE SIGNS IN AMERICA 
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about what the SIst 
will do, but we'll have 
that there was unusual harmony at 
the opening 


probably the 


7. is a lot of speculation 


Coneress 


o admit 


) 


January 
before — the 


seSsSSIOn 


calm 


storm Business will continu 
to boom in 1949 at a level top 
ping 1948 savs Frank D. New 


bury, ce i of cconomiusts in indus 
trv. Mr. Newbury predicts a gross 
national product of $260 billion in 
1919 up $35 billion over last 
vear. He predicted the L948 eco 
nomic picture 
forecasting 


correctly. when 
others were 
Let's hope he’s right tor “49 

But there are 
about new construction 
The Bureau of Labor Statistics and 
Department of Commerc 
physical volume of new construc 


a depres 
sion 
PCSSTELISTLE VICeWs 
this veat 


SANS 


tion will take a 5°, drop. And 
these government agencies sav that 
home building dollars, which ac 


count for half of the 
struction dollars, will take 
dip. Regardless of estimates or fore 
more than 850,000) houses 
will be started this vear and 
they'll be better houses because of 
new methods, new machines, and 
increasing buver selectivity. ... It's 
welcome that the Housing 
and Home Finance Agency has a 
new department to look into thi 
problem of building codes. This 
thorn in the side of housing pro 
should have been 


long ago 


private con 
an &' 


casts, 


news 


OTeEss remedied 


NEWSPAPER 
back points up one of 
the basic faults of public housing 
The item said that Buddy Young 
former University of Illinois toot 
ball star and now with the New 
York Yankee professional football 
evicted from a 
public housing project in Chicago 
The Chicago Housing Authority 
was filing suit in circuit court to 
sSuddyv who, ther 
making too much money 

Phe tootball star had moved in 
to the project in 1946, the suit said, 
when he had only a $20 a week 
veteran's allotment as income, but 


story ol a tew 
davs 


team, was being 


cvict said, was 


January, 1949 
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$20,000 


correctly, 


now he more than 
a vear. If we remember 
Mr. Young was. still living in 
Champaign in 1916. he plaved 
in the Rose Bowl game on January 


I, 1947. He 


carhs 


decided Hot to come 


back to school in (47 and signed 
with the Yankees. 
Ihe pot is this its taken 


more than a year for public hou 
with a 
much-publicized personality whos 


ing officials to catch up 
CAPHINesS Were 
In the 
whom publi¢ housing Is supposed] 


quite widely known 
meantime, the people for 
created sit quictly on the sidelines 
ov find private housing 


N San Antonio, newspapers are 
sub-dividing their “Houses fon 
Sale” classified ads according to the 
location of property in’ the city 
Realtors have 
showing the 


chart 
and th 
sub-heading ap 
proved. The plan helps clients to 
find properties in the section of the 
city they preter 


been given a 
sub-division 


classification — of 


pees annual convention and cx 


| position of the National Asso 
ciation of Home Builders — in 
Chicago February 20-24 promises 


to be bigger and better than ever 
before. “Home Building's Parad 
ol Progress,” theme of the conven 
tion, will feature 
standing displavs (space has been 
reserved for three Phere 
will be clinic discussions of | the 
question-and-answe1 type on mec 
chandising homes, dry 
struction, panel 


scores of out 


months) 


wall con 
heating, current 
financing problems, prefabrication 
Three of the four panel discus 


sions will be “Tomorrow's Mat 
ket,” “Land Planning for Perman 
ance,” and “Grand - Round - up 
The fourth will be announced 
later 





i wr GHT tor the day 

. depressions are foster 
ed, not primarily by cveles on 
demand, but by business pes 
simism 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


e@DENVER, COLO 


¥ 2 Dunton Realty 
400. 10 Midland Sav- 
ings Bide 


@KNONVILLE, 
TENN 
Richards Real Estate 


° 
722 Market St 


@ NEWARK, N.J 
Van Ness Corpora- 
tion, Realtors 


FOR EXPERT 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd Street 
M: ain Street Proper- 
ties Anywhere in the 
A 


oo“ FRANCISCO, 
CALIF 


Ray Borlini, Realtor 
155 Montgomery St 


@ LOLEDO, OHIO 
Schuster & Co. 
George E. Schuster 
Gardner Building 


e@WATERBURY 
CONN. 


Root & Boyd, Inc 
174 Grand Street 


eWICHITA, KAN 
Russ Prater Com- 


pany 
137 North Main 


APPRAISAL SERVICE 


@ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@COLU MBUS, OHIO 
William P. Zinn & 
0. 
37 North Third St 


@eCONCORD, N.H 
William E. Sleeper 
Realtor - Appraiser 


@EAST ORANGE, 
N. J. 


Godfrey K. Preiser, 
M 


A.l. — S.R.A 
1 N. Harrison St. 


@EUGENE, 
OREGON 


Clarence F. aves 
S.R.A 


628 Willamette St 


@ MINNEAPOLIS, 
MINNESOTA 
Norman L. Newhall, 

N 


M.A.I. 
519 Marquette Ave 





INNEAPOLIS, 
MINNESOT A 


J. F. Sutherland, 


M. 
17 East 24th Street 


@NEWARK, N.J 
Harry J. Stevens, 


478 Central Avenue 


@NEW YORK, N.Y 
Henry Waltemade, 


Inc 
469 East 149 Street 


@NEW YORK, N.Y 
Scientific Appraisal 
Corporation 
7 East 42nd St. 
$200,000 values and 
up only 


— ADELPHIA, 


a chard J. Seltzer, 


12 South 12th Street 


eSl. LOUIS, MO 


Otto J. Dickmann, 


1861 Railway Ex- 
change Bldg 


@ FOLEDO, OHIO 
Howard W. Etchen, 
M.A.I 


Etchen-Lutz Co 


FOR IDEAL 


STORE LOCATIONS 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co. 
801 Broad Street 


@ BALTIMORE, MD 
B. Howard Richards 


ne. 
Morris Bldg 


eCINCINNATI, 
OHIO 
Robert A. Cline, 


nc. 
1027 Enquirer Bldg 


@DES MOINES, IA 
Donahoe Investment 


oO 
Retail, Wholesale, 
Industrial 


@KANSAS CITY, 
MO. 


Moseley & Company 

Retail, Wholesale, 

Industrial 

Suite 1111, Insur- 
ance Exch. Bldg. 


@NEW ORLEANS, 
LA 


Leo Fellman & Co 
829 Lnion Street 


@OKLAHOMA CITY, 
OKLAHOMA 


H. F. Bradburn, 
Fidelity Bldg 


@OKLAHOMACITY, 
OKLAHOMA 


Tom Pointer Co 
304 Local Bide 


est. Lol a MO 
Isaac T 0k Co 
18 18 Arc hv Bide 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 

Ave 


@WASHINGTON, 
D4 
Shannon & Luchs 


oO 
1505 H Street N.W 


FOR PROPERTY 


MANAGEMENT 


@ANDERSON, 
A. L . Kee, 
C.P.M 
Ande cae Banking 
0 


IND 


e@COLUMBUS, OHIO 
William P. Zinn & 


Co 
47 North Third St 


@ DENVER, COLO. 


Garrett-Bromfield & 
Company 
Security Building 


@eDENVER, COLO 
V. J. Dunton Realty 


Co 
400-10 Midland Sav- 
ings Bide. 


@ TOPEKA, 


e@DETROIT, MICH 
Kamil Management 
Company 
704 Transportation 
Building 
Fstablished 25 years 


@ JACKSONVILLE, 
FLORIDA 

Mal Haughton, Jr 

108 W. Bay Street 


@NEW ORLEANS, 


arles A. Bourgeois 
218 Therville St. 


E 
LA. 
Ch 
4 


e@ TOLEDO, OHIO 
Schuster & Co. 
George E. Schuster 
Gardner Building 


KAN. 


Greenwood Agency 
108 East Seventh St 


FOR FARMS 


AND RANCHES 


eDENVER, COLO 
\V. J. Dunton Realty 
Company 
400-10 Midland Sav- 
ings Bide. 


@LOS ANGELES, 
CALI 


California-Nevada 
Company 
412 W. 6th Street 


eSIKESTON, MO 


Caleb Smith, 
Realtor 


@WALNUT RIDGE 
ARK 


R. S. Choate 
201 W. Second St 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
“Specializing Fast- 
ern Penna.” 


@eCOLU MBLS, OHIO 
William P. Zinn & 


20. 
37 North Third St 


eSCHENECTADY 
N.Y 


R. C. Blase 
434 State St 


e@ TOLEDO, OHIO 


The Al E. Reuben 
mpany 


oO 
618-20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
“Specializing East 
ern Penna.’ 


@BATON ROUGE, 
A 


George C. Chambers 
406 Roumain Bldg 


@COLUMBUS, OHIO 
William P. Zinn & 


Company 
37 North Third St 


@eCONNECTICUT 
AND VICINITY 
Nathan Herrup, Inc 
61 Allyn St 
Hartford 


@DODGE CITY 
KANSAS 


Burr-Hancock, Inc 
P.O. Box 87 


eINGLEWOOD, 
CALIF 


Emerson W 
). Box 555 


Dawson 


@ KANSAS CITY 
MISSOURI 
Moseley & Company 
Retail, Wholesale 

Industrial 
Suite 1111, Insur- 
ance Exch. Bldg 


@ NASHVILLE 
TENNESSEE 
Biscoe Griffith Co 
—Est. 1914— 

214 Uniow Street 


@OKLAHOMA CITY 
OKLAHOMA 


Tom Pointer Co 
304 Local Bidg 


eST. LOUIS, MO 
Otto J. Dickmann 
M. 
1861 Railway Ex- 
change Bidg 


eST. LOUIS, MO 
Megrs R Welssls 
Compa S.LR 

318 North Figith 


@SAN JOSE, CALIF 
Thos. L. Mitchell & 
Company 
97 E. Santa Clara St 


e@SCHENECTADY, 
N.Y. 


R. C. Blase 
434 State St 
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WORLD'S FOREMOST 
MANUFACTURER OF 
BEAUTIFUL HOMES 


Distribution is through local, franchised, Gunnison Dealers whom we 


train to handle Sales, Financing, Erection and Service. 


Inquiries are invited from those having sound financial standing and 
excellent references. For complete Dealer information write to New 


Dealer Division No. 3, Gunni H , Inc., New Albany, Ind. 
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